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Hot-637 

- Pentium® II, ATX Form Factor 

• Intel 440LX AGPseL Support AGP 66MHZ/133MH2 Devices 
■ Support Ultra DMA mode, up to 33 M5ytes/sec 

• 32-bit PCI X 4 and 16-bit ISA x 3 

• Support Intel LANDesk Client Manager 


Hot-569 

- Pentium* Processor-based, AT Form Factor 

• Intel 430TX PCIset supports ACPI 

- Support Ultra DMA mode, up to 33 Mbytes/sec 

• 32-bit PCI X 4 and 16-bit ISA x 3 

■ Support CPU voltages Auto-detect 


Hot-579 

• Pentium® Processor-based, AT Form Factor 

- VIA, VT82C585VP System Controller, VT82C587VP 
Data Buffer and VT82C586B PCI to ISA bridge 

- Support Ultra DMA mode, up to 33 MBytes/sec 

- 32-bil PCI X 4 and 1 6-bit ISA x 3 

- Support CPU voltages Auto-detect 


SHUTTLE Inc., headquarters of Shuttle 
Group, is a leading Taiwan based 
manufacturer and supplier of computer 
mainboards and add-in cards. Ever 
since its estabiishment in 1983, 
SHUTTLE has been recognized in the 
international markets for delivering 
products of the latest technologies 
together with exceptional quality and 
performance. Today, SHUTTLE has 
become one of the iargest mainboard 
manufacturers in the world, and its 
Shuttie^“ and Spacewalker™ products 
have already reached millions of 
satisfied customers world-wide! 
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Everyone is talking ^out 
networking, but do you 
really know which network 
product can save the cost 
and minimize the troubles of 
your LAN system? 

Do you worry that the network 
investment has no continual 
upgradable and supportable 
service? Don’t worry! 

At Comtronic.we provide 
you with a simple & efficient 
solution to match your 
requirements. Keep driving 
the speedy development of 
fresh network technology 
into I OOM / Switching and 
Internet fields. 



Technology Driver... 


Vancouver 

604.273.7280 

Calgary 

403.250.8352 

Hamilton 

905.574.3744 



Toronto 

905.881.3606 

Ottawa 

613.736.7513 

Montreal 

514.731.1223 

Halifax 

902,463.8777 
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Comtronic, a high-end distributor provides a wide range of full-system & component 
solutions. Our ultimate goal is to provide premium products, competitive prices and 
outstanding customer service- We strive on becoming a one stop solution centre for our 
customers. Contact Comtronic today for a wide array of products & services. 


^Comtronic 

[http://www.comtronic.ca] 


83 Commerce Valley Drive East •Thornhill, Ontario • L3T 7T3 -Tel. 905-881-3606 • Fax. 905-881-6893 • Toll Free 1-800-297-5505 



[EDITOR'S DESK 


A few years ago. I’d 
just taken my seat 
on a flight from 
Toronto to Milan when a fel- 
low passenger sat down, 
smiled a greeting, and spoke 
to me in his native language. 

1 shook my head. "Sorry.” I 
said, "1 don’t speak Italian. 

Do you speak English?" 

Now he shook his head 
and tried in German. I 
grinned at him. and respond- 
ed with that now-familiar 
head movement. "Parlez- 
vous framjais’’’’ I asked, 
prepared to demonstrate my 
mediocre-at-best command of that language. 
In extremely halting French, he told me he 
didn’t really speak it. So we paused, 
shrugged amiably, and passed the remainder 
of the trip in relative silence. 

A.s an erstwhile Trekker. (Trekkie is a 
derogative term to true believers), I think of 
the notional computer systems that allowed 
for the very automatic translation of lan- 
guage when two different cultures or even 
species would happen to meet. We’re yet far 
from that reality, but every day our compui- 
er systems become more sophisticated on 
this front. Technology needs to develop 
before we can even think about computer 
translation of spoken speech. First, comput- 
ers must be able to truly recognize spoken 
words and effectively translate that to text. 
Companies like Dragon Systems, IBM and 
even Corel are delivering and improving 
their voice recognition technologies. 

Then comes the task of translating 
those text words to another language — and 
there's the rub. Machine-bajied translation of 
entire texts tends to be dismal at best. Thai's 
primarily because a great part of our under- 
standing of language is based on the context 
provided, and our rational analysis of that, 
said Cyril Chantier. marketing manager for 
The Multilingual Suite, at Xerox Research 
Centre Europe in Grenoble, France, For 
example, consider a sentence, like: "Mike 
pet his dog Fido and he barited." Is "pet" a 
noun or a verb, and who barked? A comput- 
er could have a lot of difficulty in deciding. 

That all gets a lot more complicated 
when languages with gender-related 
pronouns are involved. In English, most 
inanimate objects are ‘it," and have neutral 
pronouns. In French, they’re feminine or 
masculine, and machine translation back and 
forth between the languages can be disasier- 
ous. Moreover, Xerox researcher Frederique 
Segond explained "expressions" very often 


don't make sense when 
translated verbatim from one 
language to the next. For 
example, consider; in 
French, "rester les bras 
croises" means "to stand 
idly.” However, the phrase 
actually literally translates to 
something like; "to keep 
arms crossed!" 

So Xerox is working 
hard at building tools to help 
translators work more effec- 
tively and quickly (important 
in this global market!). That 
work includes delivering 
technologies to allow for 
easy reuse of already-translated phrases. For 
document creators, some new tools standard- 
ize terms to make irunsluiing easier and 
clearer. And for worldwide technicians who 
may have a basic understanding of English, 
they can read new on-line product manuals in 
English when necessary, but "look up" 
unknown words in an underlying dictionary 
and be presented with the possible meanings, 
in order of likelihood. Xerox researchers say 
that while computer-based voice translation 
isn’t a cuneni company project; text transla- 
tion improvements would definitely need to 
occur before that would be po.ssible. (Watch 
next issue for more on the research underway 
lit Xerox Europe.) 

Of course, the last step in the voice 
translation scenario would be text-to-speech 
conversion. And that’s something that 
today's computers are already at least fair at 
handling. 

This issue, we are pleased to announce 
our winners of the CCW Technical 
Excellence Awards for Canadians. (Please 
see page 20.) As we move further towards a 
world community, it's vital for our viability 
as a nation that Canadians play a prominent 
role on the world technology stage. And 
while this magazine pays significant atten- 
tion to reviewing and recognizing products, 
we understand there arc important people 
behind each and every technological 
advance. This is why we’re taking the 
opportunity to recognize just some of the 
important Canadians on the technology 
forefront. 

Meanwhile, watch computer translation 
improve over the coming years. And for 
now, be prepared to type out your comments 
when encountering space aliens... 

Enjoy the i.ssue, tffl 

Grace Casselmaii 
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I LETTERS 


Don't undere5timate the people factor 


1 remember when CCW firsi started, and compared to now, well, there is no comparison. The 
technical articles are timely and extremely well written. 

I've been selling, managing, directing and marketing in this business a long time and there 
has always been an adage that I'm sure you've heard many times; People buy computers from 
pBople. 

Lately. it seems as if this no longer holds true, but 1 like to believe that it still does. When 
you make a significant purchase you aren't ju.st buying a product or service, you're buying a 
relationship — a relationship that usually begins with two people interacting and then extends 
further to include the company and what it stands for. 

Value and price count, but so do people! 1 have countless stories, examples and anecdotes 
on how “a person made the difference, not the product or the price." I've always believed that 
anyone making a laige purchase decision wants to do the best job possible for his/her 
company, family, or themselves, in order to feel good about it, to receive reinforcement, and to 
feel no one else could have done better. Therein lies the fear of screwing it up. If you reduce 
the fear, provide a support plan during and after the sale, be there when the purcha.ser needs 
you after they've bought (evenjust returning their phone calls promptly), then as a seller and 
a person you reinforce their decision to go with you in the finit place. 

Believe me. It is worth something to even the hardest, toughest buyers to know that they 
can depend and count on you to come through for them in the clutch. And they will pay for it. 

Pal Dedora 
Marketing manager 
Toronto 

pdedora @ ilxmonilor. com 


CCW BULLETIN BOARD • * ■ 

Looking for a product, service or partner? 
Write to CCWBulletin Board, atccw®tcp.ca, 
or fax: (4031 262-7892. 

Letters To The Editor 

We welcome your letters on Industry issues 
and concerns, as well as your comments on 
our magazine. 

We reserve the right to edit your contribu- 
tions for length end clarity. 

Please write to The Editor, via E-mail at 
ccw®tcp.ca, or fax: (604) 606-2686. 
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7 out of 1 0 leading PC brands do just that. 


Simply Put Samsung On Top 






Whichever PC system you choose, Samsung has the perfect monitor 
to pair with it. Samsung monitors offer you award-winning specs, 
leading-edge technology, quality value and unsurpassed performance. 


Simply on top... 


High quality standards produce high quality products. That’s why 

SyncMaster monitors are TCO’95 compliant and are designed to 

promote user safety by lowering harmful emissions 

and to support ecological responsibility 

by reducing environmentally 

damaging substances. 


Scale new heights... find out 
more about how Samsung 
monitors can help you get more 
value for your technology dollar. 

Call your Samsung distributor to 
find out more about our generous 
rebate programs, or visit 
vvww.samsungcanada.com/reseller 


o 

Simply Samsung. ' 


www.samsungcanada.com 
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ENlDeUsS^I 


I Sun and Netscape team 
on customer support 

Sun Microsystems Inc. and Netscape 
Communications Corp. have signed software 
support and education agreements to give cus- 
tomers one single source for Interoperability 
support and access to training. The agreements 
target enterprise customers using Netscape 
software on Sun’s Solaris operating system. 

The Cooperative Technical Support Agreement 
with Netscape will be available in North America 
and Europe beginning in August 

And Sun has added Netscape's full line of 
enterprise software to its Sun Vendor Integration 
Program, allowing a single, accountable point of 
contact for customers’ interoperebility issues. 

Sun has also become a Netscape education 
provider. 


AccPac adds e. Vantage for 


On May 11, AccPac International Inc., a subsidiary 
of Computer Associates International Inc., 
announced the shipment of a new line of Internet- 
oriented electronic commerce products. 

The e.Advanlage Suite is a range of software 







New! - Pentium II 
Desktop 
Replacement. 



Michael Brown, CEO of Quantum: "Moving forward, the amc 
digital content being managed by IS organizations is gr 
rapidly, malting the role of storage even more critical. Quai 
focus will include expanding our capabilities to help cust 
manage this cpntent through tape-automation solutions, ini 
ing the scope of our existing S90 million storage busines: 
acquisition of ATL, a leading tape-automation systems pri 
would allow Quantum to accelerete these plans." 

For more information, see /ittp./Avtvw.quanfum.ct 
http://mm.atlp.com. 



(NB) — Lucent Technologies has 
entered into an OEM deal with Vina 
Technologies to offer a network 
access product that integrates the 
voice and data traffic of a small or 
mid-sized business onto a single T1 
line, called the SLC ConnectReach 
Access System. 

The companies claim the system 
will reduce network provisioning, 
maintenance, and management costs 

for service providers. 

SLC ConnectReach reportedly consists of Vina’s 
Multiservice T1 Integrator and a connection to Lucent's SLC- 
2000 Access System so the two products will function as one, 
integrated voice and data access system In the local loop. 

The companies say SLC ConnectReach "will deliver all of 
the local and long-distance calls, Internet access and data 
communications for a business over a single, high-speed 11.5 
Mbps! T1 line." 

The product will be available from Lucent this fall for new 
network builds or as an upgrade to the embedded base of 
SLC-20Q0S. 







Are you looking for 
the fastest and least 
expensive PC 7 


Then build your own with ABIT's lOOMhz 

BX6 Pentium^ II based motherboard with Data Buffers! 


I ABIT's BX6 includes the following :] 

• Soft Menu® II the new generation of 
Jumperless CPU auto-detection from 
the company that invented the 
Jumperless mainboard. Supports the 
Pentium® II 233MHz - 400MHz. 

• Write Protect Anti-Virus Function 
from Award's BIOS to protect the vital 
Boot sector of your hard drive. 

• Year 2000 ready and fully compliant. 

No worries here. 

• 6 chip data buffer solution recommended 
by Intel for increased Ram stability when 
using 4 DIMMs of SDRAM/8 Banks 

of memory. 

• Top quality 48 Pin clock generator to 
allow specialized functions such 

as 133Mhz and Infrared and USB 
peripheral support. 

■ Top quality tantalum capacitors for 
increased long term reliability. 

• Hardware monitoring thanks to National 
Semiconductors LM79 chip which 
checks on system temperature, 
system voltage and system fan speed. 



Soft Menu ™ II circuitry 


Check out more of the details at ABIT's web site at http://www.ablt.com.tw 




ABIT Computer Corporation 

Tel: 836-2-2698-1886 fox: 886-2-2698-1811 
Web Site:hnp://viww.obit.coiii.tw. 

E-Moll: sole^obh.nm.tw 

ABIT Computer [USAl Corporation 

Tel:i-510 623-0S00 Fox: l•51l)•623'1092 
Web 3ile:hl1p.7/www.(ibit-uso.tom 
E-Moil: soles@flbit-ino.ioin 


Fox: (604)276-1700 


Mini-Micro Supply.lnc. 

Tel: (416)321-8898/(838)309-8898 
Fax:(416)321-2309 

Reconaiit Conoulting Ik- 
Tel: (604)270-4466/(800)394-2233 
Fox:{604)270-4408 
E-Mail: resonanK@aiconi.<om 
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On May 19, OeloiRe & Touche Consulting Group 
published the results of a survey of corporate chief 
information officers ICIOs), predicting that elec- 
tronic commerce has puietly become tiie 'killer 
appiiceiion' in business computing, “poised for an 
explosive 300 per cent growth." 

According to Doug Downing of Deloitte 
Consulting: 'We are approaching an historic busi- 
ness watershed. Until now, businesses have been 
hesitant to adopt e-commerce because of security 
concerns or the perception that their customers sim- 
ply aren't using it to buy products end services. Now. 
companies are coming to the realization that securi- 
ty will always be an Issue — but that It's less of a con- 
cern than missing out on a vital new channel that 
could provide a tremendous new advantage." 

The Deloitte study says; 

• Outsourcing computing functions typicaily 
Increases employee turnover, recru'iing and 
training costs, and disruption, rather than 


simplifying enterprise operation. Doing it in- 
house often makes more sense. 

• Information access tools such as handheld 
computers and data warehousing systems will 
more than double in their installed base In 
Industry, reaching an 80 per cent penetration 
rate among medium to large enterprises. Local 
area networks will achieve a penetration rate of 
85 per cent 

• The energy, public sector and financial Indus- 
tries will lead in the adoption of on-line com- 
merce and other forms of interaction with their 
general customer base. 

According to Rich Pople, a senior manager with 
Deloitte: "E-commerce is not a panacea. Some 
products and services — particularly those that 
are information-based, such as banking transac- 
tions — are better suited for cyberspece. In other 
businesses (such as retail goods sales) folks will 
went to 'kick the tires." 


Thin server market is growirvg, says Dataquest 

INB) — Gartner Group Inc.'s Dataquest says that thin servers are gaining 
momentum in the market and getting a boost in revenue. 

The research company says the thin sen/er market will grow from US$1.1 
billion in 1997 to more than US$1 B billion by 2002. The company edded that the 
worldwide thin server market will increase 79 per cent in 19^. with revenue 
projected to surpass USS1.9 billion. 

Thin servers designed to meet the specific needs of small businesses ere 
projected to show strong growth as revenue is forecast to reach nearly USS85 
million in 1998. a 282.5 per cent increase over 1997 revenue of US$22 million. 

Multifunction thin servers provide Internet service for a small business or 
workgroup, says the company. 

These devices primarily Include Internet access, firewall, HTTP IHyperText 
Transfer Protocol), and e-mall. 

The company actually defines a thin serveras 'a specialized, network-based 
hardware device designed to perform a single or specialized set of server 
functiorrs." The company adds that a thin server “is characterized by running a 
minimal operating architecture, and client access is independent of any oper- 
ating system or proprietary protocol." CCIf 
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The Editor 


Cdnadian Computer Wholesaler your 

opinions on current issues in the market, plus your 
feedback on our publication. 


We welcome your ideasijaatding news and feature 
topics for Cartadian Comber Vt^lesaler. 

Feel free to contact the editors directly with 
your suggestions. 
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Ave., Toronto, Dntario MBK 3J8 
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See us at booth #5253 


Eurone Technology (Canada) Inc. 

Unit 3, 3511 Viking Way, Richmond, BC, V6V 1W1 
^1(504)273-9600 / 8^-338^ Fa«(604) 273-9630 • 
website: wvMy.euronejom Em^l: euroneca@smaitt.com 
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CompuSmart takas 


Doppler location 


I Xerox Canada adds Xtra program 

Xerox Canada has announced the Xerox 
Xtra Partner Program. 

flessllers qualifying to be Xerox Xtra 
Partners receive; 

• up to 40 per cent discounts on demon- 
stration units, 

• access to Xerox on-site or self-paced 
training, 

* access to Xerox lead generation, 

• co-marketing opportunities, and, 

• access to a trade-in program. 


AOL Canada has new software, channels 


Montreal-based Hartco Enterprises Inc. Is 
expanding its CompuSmart retail stores in 
Vancouver and Calgary. 

In Calgary, CompuSmart will be taking 
over a 20,Q00-squere-foot Doppler location 
vacated on one of Calgary's busiest streets. 
In Vancouver, CompuSmart had already 
seoured another downtown location. 

'The timing was incredible," said Mike 



AOL Canada has announced a new version of its end-user software, I 
which offers a completely revised user interface and an integrated ver- 
sion of Microsoft Internet Explorer. 

The AOL service offerings have also been revamped, with a line of 
content ''channels' that are exclusively available to AOL subscribers. 

The AOL Today channel features current news, weather end market ' 
updates, while the Francais channel has been designed for francopho- 
ne subscribers. According to Stephen Bartkiw, managing director of AOL Canada: 'With the next AOL 
Canada, we continue to respond to our members' needs and build on previous enhancements to our ser- 
vice that have set the standards for ease-of-use and accassibility." 

There are more than 100,000 current AOL Canada subscribers. While a couple of years ago, interac- 
tive multimedia (including games) were the 'killer apps,' driving adoption of high-powered PCs in the 
home market, the Internet has been added to multimedia as a main motivation tor buying new home PCs, 
faster modems, larger monitors, disk drives and removable storage media. 


Gardner, director of tha CompuSmart net- 
work, in a statement. “When we open up a 
new locetion it generally is a battle to find 
qualified staff and win over customers. In 
this case we were able to pick among the 
best of a highly trained staff and we now 
have a list of customers who are looking for 
a new place to buy. This saves us the usual 
high cost of entering a new market.' 


Open Text makes acquisition 

Waterloo. Oni.-based Open Text Corp., 
makers of Livelink, has acquired 
Information Dimensions Inc., of Dublin. 
Ohio from Gores Technology (3roup. 

Open Text says this acquisition places 
It in the market leadership position in 
worldwide enterprise document manage- 
ment, with 42.7 par cent market-share, 
citing a report from International Data 

This acquisition extends Open Text's 
worldwide Installed base to 2.5 million 
users in 3,400 corporations, says the com- 
pany. 

Information Dimensions has annual 
sales of $20 million and 170 employees. 


EMJ is selling Greystone 
duplicators 

Guelph, OnL-based EMJ Data Systems 
is now distributing Greystone hard disk 
duplicators. 

EMJ says hard disk doplicators are 
used when companies want to repli- 
cate data on hard disk drives being 
installed into multiple systems. This 
lets common software be installed 
identically for all users. 


f 


North York board implements security device 




The North York Board of Education (now part of the Toronto District School Board) 
has implemented a space-age type security product to deter computer theft 
— Smart Water Canada's Tracer. 

The school board had been looking for a method to protect its investment in 
I computer technology in school offices end classrooms. 

The product is a forensic marketing system that provides a "corporate 
^ fingerprint" (or liquid bar code) for each customer. While the "naked eye" can't 
see the marking, it can ba identified by police using an ultraviolet light. 

The company says SmariWater Tracer should be swapped onto as large an area 
as possible; particularly to surfaces that are difficult to clean, such as grills and slots. 
Tha board will ba launching an awareness campaign to correspond with tiie use of 
SmartWater Tracer, and Is placing SmartWater Tracer stickers or the computers. 


HP pushes small business initiatives 


On May 27, at a presentation in Toronto, Hewlett- 
Packard (Canada) LM. outlined its new initiatives tosup- 
port technology solutions for Canadian small business. 

According to Evan Wood, smell business program 
manager at HP Canada: "Whether It's offering a new 
printer, a handbook on choosing technology, or a 
seminar on using small business more effectively, 
we're committed to doing whet it takes to help entre- 
preneurs succeed.' 

HP’s recent focus on small business has included 
the launch of many new printers, multifunction 
devices, scanners and other products aimed at tha 
small business market. For example, the HP 2000C 
and HP 20G0N Professional Series color ink-jet prim- 
ers are network-ready devices which offer near 
color laser speeds, and high-quality text and graph- 
ics output with an low per-page cost of ownership. 


The HP LaserJet 3100 printer-fax-copier-scanner Is 
HP's first multifunction device built around a laser 
printer engine. 

In addition to product introductions, HP has been 
working on building ■infrastructure' to assist both its 
channel partners and small business customers to 
implement technology solutions. 

New inltietives include the sponsorship of the 
Small Business Resource Network, the publication of 
an informative small business technology handbook 
titled ■ Making Sound Choices — A guide to choosing 
smail business technology ihttp:/Amfw.sbrn.comi, a 
partnership with the Brampton Small Business 
Enterprise Center, and a sales training program for HP 
partners, called the Small Business Consultant 
Training Program. 

See httpy/wnw.hp.com/go/smallbis. 


ATI gets in on flat-panels I 

ATI Technologies Inc. is partnering with fiat- 
panel display manufacturers for standardization 
on a digital video connector, to encourage 
mass-market adoption of flat-panel display 
monitors for desktop PCs. 

The nat-panal monitors now shipping use 
the legacy analog VGA connector, and add 
additional circuitry that converts monitor 
images between analog and digital signals. 
ATI says this conversion process adds cost 
and reduces the image quality of current flat 

The DFP initiative proposes a specification 
that 'enables an all-digital connection that will 
improve image quality and reduce the cost of 
current desktop flat panels," says ATI. DM 
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Any-time connectivity 
is Biuetooth's goai 


by David Tanaka 


I me), IBM, 

Toshiba. 

and Nokia are 
proposing a 
short-range 

mission speci- 
fication that will simplify data 
communications between hand- 
held computers and organizers — 
or any digital devices for that 
matter. The proposed standard is 
being called Bluetooth. If it 
becomes what its proponents 
hope, all portable devices in the 
future will be equipped with tiny, 
energy-efficient radio transceivers 
that would, in essence, keep them 
in a stale of continuous standby for digital communication. 

Here are some of the scenarios the group envisions in a Bluetooth- 
enabled world. The cellular phone in your pocket would tell you the 
moment your PDA or notebook computer (tucked in your briefcase) 
received an e-mail. If you wanted to check out something on the 
Internet with your handheld computer. Bluetooth would seamlessly link 
to your cell phone and make the call to your ISP. Or. if you were mak- 
ing a pre.seniaiion using your notebook computer, you could transmit 
your slides to the LCD projector wirelessly — while others in the room 
could also receive the slides and view them on their own notebook PCs. 

The new standard will addre.s.s issues such as global standardiza- 
tion and the ability to establish ad hoc connections between a range of 
disparate devices. It will be an open standard, won’t cost very much 
and won't take up a lot of power. One paper on the subject states that 
the device would draw only 0.3mA in standby mode. 

Another essential goal of the standard is to make Bluetooth highly 
immune to interference from other devices using the radio frequency 
band. This it will accomplish by using short data packets. 

Bluetooth calls for an integrated radio iransmitter/receiver that 
allocates a unique 4g-bii address to each device. It will operate on the 
2.45-gigahertz ISM “free" band, which is available around the world, 
allowing global travellers to use Bluetooth wherever they find them- 
selves. It will free travellers from having to carry numerous cables 
with them just to connect, for example, a pocket oiganizer with a note- 
book computer. The devices do not need to maintain a line of sight, so 
a connection can be maintained even when the device is in one's pock- 
et or in a briefcase, according Bluetooth's authors. 

The proposal also calls for data and voice to be supported simul- 
taneously in full duplex. The maximum range of Bluetooth is 10 metres 
and (he data rate will be one megabit per second with two megabits per 
second planned for the next generation. 


"The cellular phone in your 
pocket would tell you the 
moment your PDA or 
notebook computer (tucked 
in your briefcase} received 
an e-mail." 


The five originators announced 
Bluetooth in mid-May, and at the same time 
announcing a Special Interest Group (SIG) 
on the Internet to provide information about 
Che proposed standard and also to publicize 
it. Bluetooth has attracted the support of 
other companies including Motorola, Qualcomm, 3Com, Compaq, 
Dell, VLSI and Lucent. 

Windows CE handheld or Palm III users may have experienced 
— in a somewhat limited way — the potential of wireles.s transmission 
of data, via the infrared pons. However, Bluetooth goes far beyond the 
simple beaming of business card data from one PDA to another. 

Bluetooth was bom partly out of research Ericsson conducted to 
find a way to replace cables connecting cell phones, nie goal was to 
develop a small radio transceiver that would replace the traditional 
cable, without exceeding the cost of the cable and connectors. Given the 
limited power available on a device like a portable phone, the power 
requirements of the transceiver also had to be very low. 

Nokia’s contribution come.s from its work in trying to develop 
wireless solutions for its cellular phones. This led it into development 
work in the 2.4 gigahertz ISM band. 

On the PC industry side. Intel has also been championing wire- 
less data solutions for mobile computer users, and launched its Mobile 
Data Initiative in 1996. The initiative sought a solution to the growing 
need for mobile PC users to be connected even when there isn't a 
convenient LAN connection or modem line nearby. Intel will be pro- 
viding expertise on chip design for Bluetooth. 

Toshiba and IBM will be devising a method to integrate the 
technology into the mobile devices. 

At this point there doesn't seem to be a specific timetable as to 
when we will actually see devices that are Bluetooth-enabled. However, 
if the standard delivers on even some of what it promises, its commer- 
cialization will be an anticipated event by mobile users everywhere. 

The Bluetooth SIG web site is at hnp://www.bluetooih.com. 


David Tanaka is a Vancouver-based joumalisi and Editor of The 
Computer Paper. He can be reached at david@lcp.ca. 
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Wherever you decide to draw the line, you can 
be confident that what you get is superb! 

Certainly White Knight stocks great quaiity 
products, that can carry themselves in the 
marketplace with their aggressive pricing and 
support. 

But what makes these products completely 
superb is the fact that they are all warehoused 
under the same roof. Not only are they 
stocked together, they are integrated together 
into one single unit . . . 



ARMOUR AR3064 


White Knight Distributing's ARMOUH Systems 
boast only the latest and the most reliable 
components including Intel Pentium proces- 
sors. All ARMOUR Systems are backed with 
our 3 Year Parts and Labour Warranty and are 
CSA approved. 



The InleP Inside Logo and Penlium* are registered Irademarks and MMX' is a trademark oF InieP Coiporalion. 
All other Brand names are registered Irademarks of Iheir respeclive owners. 


105-3760 jacoitibs Rd., Richmond, BC V6V 1 Y6 
Tel; (604)279-9908 Fax: (604) 279-9902 
Toll: 1-800-668-6188 
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Once upon a lime, IBM Ciirp. held much ihe 
.same position in the heiuis of ihe public and 
the U.S. Department of Justice as Microsoft 
Corp. docs today. It was hmh admired and 
feared, and was suspected of monopolistic and 
heavy-handed tactics towards its competitors. 
Lai^ely due to the personal comptiling 
revoluiion that both IBM and Bill Gates helped drive, IBM lost 
its grip on the computing industry beginning in the late 1980s. 
and as a result, the DOJ lost its interest in pursuing its anti-trust 
case against Big Blue. IBM has emerged from its time of 
troubles a wiser, leaner and more realistic player in the global 
information technology market. 

Instead of being addicted to its own closed, proprietary 
solutions, IBM looks at the diversity of today's computer 
industry as its principal opportunity for growth and profit. IBM 
is swimming happily in u corporate computing market that is a 
rapidly changing mixture of legacy mainframe systems. Unix 
and Windows NT. In this heterogeneous mulii-plaiform. multi- 
vendor computing environment, no manufacturer or reseller is 
an i.sland. In fact, the ability to get different computing systems 
to utik to each other, and work reliably together in an increas- 
ingly networked business world, is a key to success whether 
one is a manufacturer, reseller or end-user. 




Learning to Count 

Too often, corporate end-users faced with rapidly escalating 
demands on tlicir computing systems responded by throwing 
hartlware at the problem: buying more servers, giving in to 
demands of departments for more PCs. more workstations, 
mote everything. Once the dusi .settles, however, the bills start 
to come in. Tlie biggest bills turn out not to be the up-front 
hardware costs, hut “soff’ costs: total costs of ownership, and 
broad business costs such as rate of productivity improvement, 
and opportunities for new business or profits exploited or lost. 
Senior managers and shareholders are increasingly demanding 
that companies quantify the costs and beneftts of investments 
in computer technology. As people learn to analyze the 
effectiveness of these inveslnienis, some hard facts arc being 
discovered that mean good news for IBM. 

Data, Data Everywhere... 

Many companies are awash with data they don't know what 
to do with. Increasingly, huge numbers of transactions are 
recorded on servers, a potential gold mine of customer 
preferences, habits and sales opportunities that often is never 
looked at again. Hard drive storage technology is so cheap 
(around 45 cents per megabyte, and falling rapidly) that 
many companies simply keep adding multi-gigabyte hard 
drives, and truckloads of backup tapes, to arehive data indis- 
criminately. However, managing and caring for a megabyte 
of hard drive data costs a corporation between S3 and $10 per 


year, year after year, acconling to indusuy studies. 

This poses two pressing problems. First, are compa- 
nies actually exploiting the potential of the mountains of 
stored data they are collecting? Second, are they getting 
value for the enormous costs they are incurring by 
investing in and maintaining huge, often decentralized 
data storage capacity? 

Mapping the Data Sea 

A year ago-HEM began announcing a major program to offer 
data storage management solutions across the entire spectrum 
of enterprise computing- On June I. IBM rolled out its first 
wave of new hardware and software products, under the name 
of the IBM Seascape Storage Enterprise Architecture, to begin 
making the dream of efficiently managed mass storage a 
reality. A mix of hardware ttnd software products. Seascape is 
an ambilious attempt to bring order and efficiency to the rising 
seas of stored data that corporations are creating. 

The first building blocks of Seascape include: 

♦IBM StorWatch: This is a suite of storage management 
software tools that allow even a global enterprise storage sys- 
tem to be managed using a standard Web browser. StorWatch 
is designed to integrate with storage hardware from many ven- 
dors. in many locutions, so that centralized analysis and man- 
agement of laige storage systems can be accomplished easily. 
♦IBM Versatile Storage Server: This is a cenirali7.ed shared 
disk storage device which can consolidate, share and allow 
easy management across diverse computing environments, 
including AS/40(). UNIX and MS Windows NT. 

♦IBM enhanced Virtual Tape Server: This is a hardware 
and software system, which optimizes tape storage 
resources. Over 500 have been deployed on IBM's S/390 
mainframes, and now the VTS will become available on 
other platforms as well. 

The first versions of these Seascape products will be 
shipped later in 1998, and additional products will be 
released in 1999 to extend the range of features, and com- 
patible systems supported by the Seascape architecture. 
According to industry analysts IDC and Daiaquesi. the 
storage market is intended to amount to over USS44 
billion in product and services sales in 2002. and its value 
to global business productivity will be many times that. 
IBM. by leveraging its investments in storage technology 
research and development (over $3.1 billion in the last 
three years) with its position at the center of enterprise 
computing, expects that Seascape will become the stan- 
dard for corporations wanting to effectively use the Hood 
of data in their businesses. 

For more information, see luip:/A\v\i:ihm.Lvni/s(orage. 

Jeff Evans isAssiKune Eililor of Caiiailitm Omimer Wholesaler. 
He cun Ik reached a! jeff®lcp<m.eoni. 
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The choice is yours . . . contact your nearest SDMS representative TODAY! 


Specialized Digital Micro System Ltd. 
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Award 
Winners 


Canadian Computer Wholesaler /s pleased to devote space in this magazine 
to profile Canadians whom we believe deserve recognition for their contributions 
to technological innovation and excellence. While these people were ultimately 
decided upon by the Editors of Canadian Computer Wholesaler and Canada 
Computer Paper Inc. to receive our 1 998 CCW Technical Excellence Awards for 
Canadians, we very much appreciated the nominations that came in from the 
industry. Congratulations to all the award-winners. 


James Gosling Title: Chief Scientist Vice-President of Engineering end Sun Fellow, Sun Microsyslains 
City of Residence: Sen Rancisco Bay Area Age: 43 


M ore than any other individual. Canada’s James Gosling 
deserves credit for the creation of the Java programming 
language. 

Although the initiative that resulted in Java wa.s definitely a team 
effort, involving many Sun Microsystems employees from CEO Scon 
McNealy on down, it was Gosling's insights into the possible future of 
networking, and his almost uncanny talent for computer language cre- 
ation that shaped Java in its critical initial stages. He was the catalyst 
for what may be a new age of intelligent, connected electronic devices 
that will extend human capabilities and communications in ways that 
would not have been po.ssiblc without his contributions. 

Gosling became interested, or more accurately, entranced with 
computers when he was a 14 year old living in Calgary. In conversa- 
tion with CCW. he said. “A friend of my Dad's took me on a tour of 
the computer science department, and I was jazzed 
met some people there, and since my parents lived three miles 
University, I started going over there every day, blending into 

Gosling discovered within himself both a love and a tal- 
ent for languages. “I've done dozens and dozens of pro- 
gramming languages. Languages are a powerful technique 
for addre.ssing all kinds of issues. When we started what 
eventually became the Java project, a lot of the problem.s wen 
around the (programming language) tools we were using." 

Gosling wa.s working at Sun Microsystems in ihe lute 1980s, 
where he was recognized as a formidable talent. In a famous incident 
in 1989. a strong, passionate critique of Sun was written by a disgrun- 
tled employee named Naughton, prompting a special program within 


; from the search of ; 
the one 

W: 


Sun to go "outside the loop" of Sun's regular management, to facili- 
tate greater creativity and perhaps discover the "Next Big Thing" in 
computing. Gosling was picked to be pan of a team that initially was 
code-named “Green.” Working in secrecy, the Green people tried to 
see what could be created outside a regular top-down corporate R&D 
environment. 

According to Gosling: “We had become totally convinced very 
early on in 1990 that networking was going to be a very big deal for a 
much wider market, but we were not very clear how that was going to 
manifest itself. Initially, we weren't focusing on the Internet, because 
at the lime the Internet was just something that computer science 
departments in universities and big companies used, and it ju.si didn't 
have any consumer visibility.” 

The Green team tried developing handheld computer devices, 
interactive cable TV systems and other technological solutions in 
search of a problem. "In reirospecL.. maybe we were lucky,” not to gel 
the early interactive TV contracts, Gosling confesses. In 
the meantime, ai a Doobie Brothers concert. Gosling had "an 
epiphany of how widespread this thing (networking) could 
be, if we could gel the infrastructure right.” a.s he looked at 
the complex electronic lighting system above the stage. 

Gosling and his team then conceived of a neiwork-cen- 
ric, plaiforni-independeni programming language that would 
on many kinds of computing devices, and named the new 
system Java. The rest is history still to be written. 

Gosling says his baby daughter occupies that niche in his heart, 
along with the rest of his family. 

-JeffEx'uns 
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TECHNICAL EXCELLENCE AWARDS FOR CANADIANSl 


^ TMhetlosiM City of Ruidencs: Toronto Asa: 47 


K Y. Ho co-founded ATI Technologies in 1 9X5 alter immigrating 
0 Canada, and over the next 14 years led the company to its 
urreni status, as the Number One graphics hardware vendor in 
the world, according to an International Data Corp. report. 

Ho ha.s been identified intimately with his company, largely on 
the basis of a “Ho Knows" marketing and PR campaign around 
1991. One of Ho’s principal strengths has been to build a 
team of some of the best technologists in the world, based 
largely on the rich pool of talent in the southern Ontario 
region. Ho also has a very good feel for market trends and 
the demands of changing computer technology for 
ever-improving graphics and 2D and 2D capabilities. 

ATI went through a difficult period around 1992 to 1993. 
when several leading-edge developmeni initiatives went awry, leading 
to delays in product releases or canceling of proposed products, 
particular in the digital video segment. 



However, under Ho's leadership. ATI .staged a strong recovery. 
ATI dropped its sideline businesses in sound cards and modems, and 
concentrated on its core business building the market leading graphics 
processor chips and packaging them on high-quality cards with gener- 
ally excellent driver software. 

3 is one of the consummate jugglers in the PC hardware 
peripheral business. He has built the most successful brand in 
personal computer graphics ciuds. inspired a diverse group of 
’ creative engineering talents, maintained high-volume, low- 
cost manufacturing operations in Canada, and constantly 
trumped his competitors by coming to market early with lead- 
ing-edge products. 

Ho has es.scntially created and sustained an industn for 
Canada, and along with Montreal-based Matrox, has made Canada the 
leading nation for high-quality graphics cards. 

-Jeff Evans 


Paul Girard Titia: Prasidaiit Saanix Technology Corp. City of Rasidance: Richinond, B.C. Aga: 34 


P aul Girard, the president of Seanix Technology Corp., .says his 
biggest professional goal is to "make Seanix into a Canadian 
success story." 

Many in the industry would say that he's already accomplished 
that. 

With a bachelor degree in economics from Queen'i 
University, Girard founded Seanix Technology in 1986. 

Seanix has atuucted attention and respect by taking control 
of the whole process, including design, manufacture, cus- 
tomization and servicing of the systems they sell. 

Seanix has expanded to include Canadian offices in 
Edmonton. Calgary, Toronto and Quebec. Business has grown 
to the point where the end of 1997 found Seanix ranked number 
five among Canadian computer manufacturers. And the company is 
building up a growing list of resellers who've become big funs of 
Seanix’s attention to quality and price. 



In addition, the company has made inroads into the U.S. market, 
opening offices in Sioux City, Iowa, and Austin, Tex. The American 
division of Seanix has had a direct sales focus, but has dearly turned 
some heads, as the company garnered the MVP 1997 Product of the 
Year award for SOHO systems at the Coiiidex/Fall ‘97 .show in Las 
Vegas. 

Throughout. Girard has remained responsible for the 
overall strategic direction and day-to-day operations of 
Seanix, as well as .serving as one of the key members of the 
Product Marketing Team, a group that defines the 
technology direction of Seanix. 

Outside the office. Girard likes to golf and to spend lime 
with his family. And his philosophy of life is something that goes 
a long way to explaining Seanix's success in their field; "You only live 
once; make a difference." 

— Sean Curniihers 


Miifc Billie Tide; Prasidant, Eiirocam Corp. City of Residence: Ottawa Age: 40 


N epean. Ont.-based Eurocom Corp., founded in 1989. has 
a name for itself in the computer industry with a Mr 
notebooks that are portable enough to take on the road, 
yet powerful enough to sit on the desktop for day-to-day 

Under the direction of Eurocom president. Mark 
Bialic, Eurocom has helped to define and steer the develop- 
ment of the “desktop replacement notebook." 

Bialic’s education included management science and 
engineering courses from Ottawa University. He also gained 
considerable international experience with other cultures and tech- 
nology, from extensive travel around the world. 

Prior to Eurocom, Bialic was involved in building and managing 
a corporate networking infrastructure for the City of Ottawa. 

At Eurocom, Bialic's daily duties include building strategic 



hips with key customers and suppliers, and developing an 
grated system and building strategies for desktop replacement 
notebooks which incorporate the best components from industry 
leaders- A continuing goal is demonsuxtling leadership in desk- 
top replacement. 

In his off-time. Bialic likes to pursue competitive 
sports. "I enjoy challenging situations that give me an 
opportunity to improve, and allow me to find a different way 
of doing things." 

"We have a very clear vision as to what the future’s going 
to look like, and the technology we develop is playing a very inte- 
gral pan of that future." claims Bialic. "Over the last number of years, 
we have demonstrated that our strategy is delivering results, and 
there's acknowledgement coming from other market leaders." 

— Sean Carrulliers 
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Ron Warns Title:Vico*Presid8n(ofTachnoiogy, Net Shepherd Inc. City of Residence: Calgary Age:4t 


R on Warns, founder of Nei Shepherd Inc., says his current pro- 
fessional goal is: ‘To keep things focused, and come up with 
new ideas and to do things better." 

Thai was the kind of thinking that started the Net Shepherd 
company. One day, a business acquaintance of Warris's had just 
hooked up lo the Internet at home, but said he wasn't going to let his 
young son have access, due to the risk of potential viewing of 
inappropriate material. 

But it was the positive potential of iniemei access that got Wairis 
contemplating a way to manage access to the Iniemei. Of course, the 
immediate question was deciding what is and isn't "good." Warris 
explains that filtering oul sites based solely on "unacceptable" words 
is relatively easy to do, but the result is under-blocking 
blocking. For example, a site on "breast cancer" could ver 
easily be banned by that method. 

Warris's idea was to create a "community" of users to 
review sites for content (kiip./Avww.iieiexplorers.com). That I 
community currently has 1,500 members, but Warris 
expects 15.000 by year's end. They are motivated by that 
sense of belonging, and by perks such as Web site space and 
point-reward systems. 

NetShepherd’s Filtered Search was co-developed with Digital's 
AltaVista Software Group. When a Filtered Search query is received 



from a Filtered Search site, the Internet Content Ratings database is 
accessed and current rating figures are tabulated and overlaid on 
AltaVista’s .search results. Sites are rated for both maturity and 
quality levels. Search tools bused on that database provide a reliable 
mcan.s to search the Internet without being exposed to sites that do not 
comply to community standards, says Warns. As Warris expands his 
ratings community, he wants to offer categories of ratings, based on 
geography, for example. 

Warris said NetShepherd prevents the need for government 
censorship, for example, by offering Web users choice. "1 truly believe 
we provide choice," 

NetShepherd technology is being used by wide variety of 
:r.s. educational institutions and businesses. 

Warris, who is self-educated, was raised by his grandfa- 
ther. an inventor. Warris himself has had varied careers over 
the years, pursuing at different limes, missionary, 
woodcutter, garbage compacting, electronics, CAD 
drafting and computer support occupations. 

His favorite hobbie.s include: diving, hiking, canoeing 
and gardening. One of his philo.sophies of life has to do with 
working with people and encouraging them to reach their poten- 
tial. "I'm a big believer in people." 

— Crat e Casselmtm 


Gordon Bell 


Title: President QNX Software Systems Ltd. City of Residence: Ottawa Age: 43 


V-Zqi 


ir current goal is to have the number two embedded 
• system after Microsoft," says Gordon Bell, president of 
T QNX Software Systems Ltd. 

QNX Software Systems Ltd. is the Ottawa developer of the 
QNX/Neuirino scaleable and fauli-tolcratani real-time operating 
system for embedded systems. The company is almost 20 years old. 
and bus remained fiercely independent. 

QNX was started by technical "geeks" coming out of the 
University of Waterloo — the principals. Bell and Dan Dodge, are 
both 43. They still spend their days programming and developing 
soluiions- 

Bell has an M.A. in solid slate semiconductor physic.s. 
while Dodge has an M.A. in computer science. After 
graduating, both worked at Beil Northern Research as 
programmers, before leaving and venturing forth with their 
own company. 

Dodge recently received the 1 998 1.W. Graham Medal it 
Computing and Innovation at Waterloo's spring convocation. 

The award has only been given four times. 

Bell began dabbling in computers in high school and built a home 
computer in the early 1970s. a few years before IBM developed it as a 
commercial product. 

Today, the company’s real-time OS is being used as a mission- 


critical application in a variety of industries around the world, includ- 
ing aerospace, telecommunications, medical inslrumeniaiion, process 
control, poini-of-sale. consumer electronics, finance and telephony. 

The only industry where QNX has not yet developed a presence 
is on the desktop PC. says Bell. Nonetheless, he notes, “there are 
40,000 development houses that use our product." 

Lately. QNX has been making strategic alliances with some 
major vendors. 

IBM, for example, is using key aspects of the QNX/ Neutrino OS 
in various devices, including an inside-ihe-automobile application. 

In return, IBM will provide QNX with advanced embedded 
echnologies to be integrated in the laiier's product suite. 
Also, both companies are actively promoting the deveiop- 
of open standard interfaces for embedded products. 
Bell views QNX primarily os a developer of solutions. 
"We like lo provide technology that helps other people solve 
heir technical problems.” 

QNX is also a "nice" place to worit. says Bell. "We have 
an incredibly high retention rate [among a 200-person siafi" 

Bell says he’s not a complete workaliolic. In his spare time, he 
likes lo do some hobby farming, canoe in Algonquin Park and act as a 
Boy Scout leader. 

— Paul Weinberg 





Dob Simnonds Titie: CEO. AiilQ Inc. 
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(CELLENCE AWARDS FOR CANADlANSl 


U nder the direction of CEO Don Simmonds. AirlQ Inc. has 
taken the technology of remotely controlling a fleet of 
commercial vehicles in new directions. 

AirlQ has combined four technologies for the Windows NT- 
bused AirlQ Onboard system, released in late February- They incitide; 
wireless communications, computing, digitized mapping and a Global 
Positioning System lapping into a constellation of 24 satellites. 

The new system is also more simplified than previm 
applications, says Simmonds. "The AirlQ is pre-engineered, 
eliminating the need for fleet operators to learn complex, 
customized technology." 

Because the vehicles are individually equipped with an 
onboard computer and integrated GPS and wireless 
ceiver. the manager at a workstation in the office can track the 
location, direction and speed of each one in the fleet. 

In the event of an accident, the details are reported back auto- 
matically through AirlQ's crash-sensor technology, indicating what 
happened and who may be at fault. The system can also be used to 
remotely unlock the doors and have the vehicle disabled. "Trip data is 
stored and can be sent automatically or accessed at a later date." says 
Simmonds. 

Also, the drivers can be monitored to ensure they follow a 
pre-esiabli.shed route. The manager can obtain a printout map pointing 


City of Residence: Pickering. OtiL Age: 43 

10 unauthorized locations where a vehicle has .strayed, including park- 
ing lots and sections of highway. 

Among the benefits of AirlQ for the user, says Simmonds, are 
improved efficiencies, enhanced driver safety, reduced losses from 
theft, and lower insurance costs. The system is designed for fleets of 
repair and service vehicles, snowplows, taxis, buses, trucks and trail- 
AirlQ is primarily designed for well-traveled highways and 
oads in Canada. 

"By increasing the intelligence quotient of a vehicle. 
AirlQ provides a "management-by-exceplion” service, says 
Simmonds. "This reduces the volume of information so 
common with data logging systems." 

AirlQ is a joint venture of four corporate players; Bell 
Mobility, Lenbrooke Inc.. Calspan SRL and Daiumiech Corp. 
Simmonds has a background in wireless technology going 
back 20 years. A high school graduate, he has steadily worked his way 
up the corporate ladder. "My preferred goal is to create something new 
and simple to use in technology." 

Simmonds left the business world for a three-year sabbatical to 
spend time as a youth co-ordinator for the Baptist Church. A.s a father 
of four children, he says his priorities are "family, community and 
business." 

— Paul Weinberg 



Garry Kalinski Title: Chief Operating Officer, CanTax City of Residence: Calgary Age: 46 


C antax chief operating officer and president Garry Kalinski has 
been kept very busy expanding the potential for income tax 
software for Canadian consumers, small businesses and 
accountants. 

CanTax introduced its consumer-oriented product. CanTax T1 
personal income lax .software back in 1985. Four years later. CanTax 
came out with a second product — TlPlus. which was designed to 
meet the needs of professional lax-preparers. 

Both have been updated and continue to he on the market. 
CanTax T1 in its current version is known us CanTax 98. In addi- 
tion. Cantax has developed other products in the sami 
including the Canadian Tax Tutor. FormMasler Forms 
Library Software. CanThx T2 corporate income tax software 
and T2Plus for corporate income tax preparation profes- 
sionals. Both TIPIus and T2Plus work with Revenue 
Canada's Efilc. 

Kalinski estimates that approximately 7,500 tux preparers 
across Canada rely on CanTSx and more than 40,0(X) individual 
taxpayers in the country use the product as well. Also. CanTax has 25 
full-time employees in its Calgary office, but this number increases to 
50 during the busy three-month tax season. 

He notes that while the majority of accountants still use DOS. 
CanTax is making available its product for lax professionals in both 
DOS and Windows — including the latest .T2-bit technology. He 



understands the reluctance of accountants to make the switch to 
Windows because of the brevity of tax season, the hassle of learning a 
new application and the expense involved in buying new hardware. 

On the other hand, Kalinski tries gently to urge clients to consid- 
er the productivity gains associated with more up-to-date products. "1 
help them make the transition." In the future the CanTax CEO envis- 
ages an upsurge in home electronic tux filing on their PCs after the 
year 2000. Also he sees the start of tax packages being sold on the 
Internet and tailored to the individual business requirements of the 
client. In terms of the latter, Canlbx already has tutorials included 
its product. 

A self-educated, 46-year-old businessman, he jumped 
into computer programming after graduating from high 
school. Before the PC revolution, he had developed a ser- 
\ ice bureau-based application for accountants. 

Kalinski has since broadened his skill-sets into admin- 
istration and selling. Helping to educate people on taxes and 
what they can do to reduce their payments appears to be his main 
mission. He urges young people to start filing returns at age 18. 
"Creating opportunities for others is what keeps me pumped up," said 
Kalinski. 

In his spare lime, he likes to read books about human 
psychology. “Marketing is a passion for me.” BM 

— Paul Weinberg 
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I he computer industry is full of "oveiniglit” successes that took 
years to happen. 

Consider the Apple Mac. It grew out of Ihe failed Apple Lisa 
computer of the early "SOs. and was supported for its first couple of 
years of existence by an obsolescent cash cow — the venerable Apple 
II computer, before the Mac found its legs in the desktop publishing 
and education markets and became a hit. Or remember the early days 
of multimedia and the CD-ROM. which was hyped as the “Next Big 
Thing,” from the late 'hOs on, until it truly did become a big thing 
around 1993. 

In the desktop computer display market, we have seen a similar 
phenomenon with the slow rise of flat-panel displays on the desktop. 
There has been much marketing excitement about flat panels at trade 
shows since 1995, but that hasn’t lr.inslated into many orders. In 1998. 
finally there is a good business case fur resellers to start taking Hut 
panels seriously as an eventual replacement for ilic traditional Cathode 
Ray Tube |CRT|-based monitor. As a result of recently announced 
industry consortiums, and technical and munufaciuring developments, 
the sub-USSI.CXH) flat panel display should be a reality sometime in 
1999. and the CRT's days will be numbered. 


Almost 

Flat Liquid Crystal Display 
(LCD) panels have been the 
main focus of display industry 
reseiu’ch and developmeni and manufactur- 
ing investment for the last five years. By contrast, 
although there has been continued developmeni on CRT technology, 
this has been more in the nature of refinements to a mature technolo- 
gy. accompanied by the marginal price reductions of a commodity 
product, rather than anything revolutionary. Rai-panel prices, by con- 
trast. are falling precipitously, and seem destined to continue falling 
for the next couple of years. 

Nearly every observer agrees flat panels are the wave of the 
future, due lo their manifold advantages over CRTs. For one thing, flat 
panels can be made almost any size, from postage stamp displays on 
electronic credit curd devices, to wall-sized home theatre plasma 
displays. This makes (hem the display technology of choice for an 
increasingly mobile, connected computing murkei. Examples of 
popular computing product solutions made possible with the help of 
LCDs include (he 3Com Palm III. large-screen desktop replacement 
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Windows CE handhelds. LCD screens are also 
on low cost consumer electronics devices, such 
us uijiiiui tttiiicras irom cpson. Kodak and Fuji, smart phones and all manner 
of camcorders. 

Flat-panel desktop displays typically weigh less than half a.s much as a 
CRT monitor of similar viewable screen size, and take up a quarter of the desk- 
top space. Flat panels consume a fraction of the electrical power of a CRT, emit 
virtually no electromagnetic information, generate less heat, take up less 
storage space, are cheaper to ship, do not degrade over time as fast as a CRT's 
display quality, and offer a non-flickering, less tiring user experience compared 
to CRTs. Fiat-panel users report fewer headaches and less eyestrain than CRT 

Some of the former drawbacks of LCD screens, including dim and low 
contrast image quality and a narrow viewing angle, have been overcome in 
recent models. In fact as is mentioned below. LCDs have the capability to 
provide a superior image clarity to even the best CRT monitors, with the intro- 
duction of a new standard for all-digital connections to an upcoming genertition 
of graphic cards. 

The main stumbling block in 1998 remains the issue of price, in spite of a 
rapid slide in price from more than $4,000 to under $2,000, flat panels are still 


Some Players: 

Here are some of the major companies driving the desk- 
top PC display market in 1993, including some of their 
latest end most significant product offerings. 

Acer {bttp'yAvww.acerperipberal$.camy. 

Acer, the second largest monitor maker worldwide, and 
a major manufacturer and distributor of computer 
systems end components, has a wide range of monitors 
ranging from the budget-priced .28-mm 14-inch 
|13.i-inch viewable) 348 model through to the 15-inch 
112.7-inch) viewable 5Be, to higher end — .27-mm to 
.25-mm dot pitch, in 17-inch and 19-inch models, such 
es die 76e and the 99c. The wide mix of price/perfor- 
mance offerings mekes Acer a popular choice for many 
PC resellers. Acer elso offers the AcerView F31 
13.3-inch, the F50 15-ineh, and the S20 12.1-inch OSTM 
S20 flat-panel displays. 

Apple {http://mvw.apple.com): 

Apple has long been a leader in innovative monitor 
design, pioneering integrated ''all-in-one’ computer/ 
monitor devices since the original Usa and Mac Classic 
models, culminating in the recently released iMac. 
Apple has also made notable use of color LCDs in 
its PowerBock laptop computers, and its eMate 
educational computers, and 'rts now-discontinued 
Newton MessagePad Personal Digital Assistant. 

Apple’s stand-alone desktop monitors are 
characterized by excellent ergonomic design, and origi- 
nal touches such as built In speakers and microphones, 
and easy to use controls. Current models include the 
17-inch (16-inch viewable) Apple Multiple Scan 720 
display, and the 15.1-inch Apple Studio Display LCD 
panel, possibly the most beeutifully designed flat-panel 

Although Apple has in recent years attempted to 
produce lower cost versions of its displays, especially 
for the home end education markets, it has always bed 
troubla competing with lower-priced competitors In the 
Mac peripheral market, much less being able to sell 
Apple monitors in the Windows PC market. 

Daytek, a Daewoo company 
{http://www.daytek.ca): 

Daytek Is a volume leader In the Canadian monitor mar- 
ket. with a product line that includes very aggressively 
priced, popular commodity monitors, including the 14- 
inch (13.3-incb viewable) OT1436D, IS-inch (13.9-inch 
viewable) DT1536D, and 17-inch 116.3-inch viewable) DT- 
1731D, as well as some upscale models such as the 17- 
inch (16.3-inch viewable) DT-1726D with has a 26-mm 
dot pitch, the 17-inch Vista V17 with a .25-mm aperture 
grille, and the 21-inch (I9.5-inch viewable! DT-2102M. 
Daytek mon'rtors are often seen bundled with low-cost 
clone PCs. 

Dell 

{bt^J/www.dell.com^foducts/dim/ntooitor.hlnt): 

Dell, the bane of the reseller channel with Its very 
successful mail order and on-line sales model land its 
soaring recent sales in Canada), attracts customers 
with a very solid, technically impressive monitor line, 
which complements the reputation of its PC products for 
the most current technology at reasonable prices. Dell 
offers a mix of mainstream ,28-rim dot pitch monitors, 
including the 17-inch (15.9-inch viewable) Dell lOOOLS 
and 19-incb (17.9-inchl Dell 1200HS models, as well as 
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loo expensive for most would be buyers. Al the momcnl, 13-inch lo 15-inch LCD flai- 
punel displays cost around 2.5 times as much as a similarly sized, premium quality 
CRT monitor. This keeps Ihe LCD desktop monitor confined lo a tiny percentage of 
the desktop monitor market. 


.25-mm or .26-mm Trinitron models in 16-inch |13.9-ineh 
viewable), 17-inch |18-inch viewable) and 21-inch 
(19.8-inch viewable) sizes. Dell’s current flat-panel offering 
is the 15-inch Dell 1400 Rat Panel. 


The Alliance 

The most exciting effort to drive down the costs of flat-panel monitors has been 
announced by a consortium headed up by Canada’.s ATI. Dubbed the Digital Rat Panel 
initiative (DFP), this alliance aims to reduce the costs of flat panels to under USSl.OOO 
in little over a year. Key to the effort is acceptance of a low-cost, all-digital interface 
between the next generation of flat-punel displays and PC graphics cards. Monitor 
makers including ViewSonic. MAG. Princeton, LG Electronics, and Samsung, and PC 
vendors including Compaq and Acer have all announced support for the DR’ initia- 
tive. DFP will establish a standard for low-cost circuitry to transmit all-digital image 
data from a PC to a flat panel, shaving hundreds of dollars off the cost of flat panels 
that currently have lo convert analog image data (the form that CRT monitors need to 
receive data from a graphics card) back to digital. The all-digital solution offered by 
the DFP will also result in cleaner, sharper display of images on flat panels, further 
enhancing the appeal of flat panels over LCDs. The DFP participants hope that 
products based on the new .standard will be in production by the end of 1999 at Ihe 
latest. 



Meanwhile... 

For the rest of 1998. and into mid- 1999, the sales and profit opportunities in the desk- 
top monitor market will likely remain primarily with U^ditional CRT pmducls. In Ihis 
field, trends visible in 1997 have mainly continued through 1998. 

Small formal 14-inch color monitor models have continued to sell in large 
numbers lo Ihe dumb terminal and sub-$l,000 PC systems markets. These 14-inch 
moniior.s are mostly utility grade, low margin, commodity products sold on price and 
not much else, Their feature sets typically are upgraded less often than lajger formal 
monitors, or in some cases are essentially no longer being upgraded at all. The 
continuing evolution of Network Computing, with Java-oriented NC thin clients, the 
new Microsoft Windows Terminal (Hydra) platform, and Net PC desktop computers, 
will offer vendors an opportunity to sell large numbers of low-cost color 14-inch 
monitors. The buyers will be business, government and educational customers 
upgrading from dumb terminals and monochrome monitors to Web-ready, connected 
network computing devices. 

In the sub-$ 1.000 consumer PC market, 14-inch monitors will also continue to be 
sold widely, though typically at paper-thin maigins. One long-term bright spot in a 
14-inch monitor retail sale is that there is a good chance users may eventually upgrade 
lo larger, better monitors when they have the money to do so. 

The 15-inch CRT monitor is still the mainstream for home, business and 
educulionul desktop computing, due both to its low cost and small size. The size is 
“good enough” for most common office suite applications, games. Web browsing, 
c-mail and multimedia software display. Most of the major monitor vendors continue 
lo develop and upgrade the features of their 15-inch monitors, allowing resellers to 
"upsell" 1 5-inch monitor buyers on the basis of quality and features. 

As always, the quality standard for CRT 
lubes is the Sony Trinilron, and its high-end 
competitors from Hitachi and NEC. 

With its new iMac computers. Apple 
has continued to offer a part of its Mac 
product line in the form of "all in one" 
systems with a 15-inch monitor inte- 
grated with the CPU. The nexl gener- 
ation of imegraled fST will be a flat- 
pane! display with Ihe computer 
built into the display's chassis: a 
kind of desktop notebook PC. At 
the moment, LCD cost is the 
in inhibiling factor lo this 
solution. 


NEC Technologies [ltttp://www.nec.com): 

For many years NEC has been a qaaHty and Innovation 
leader in monitor making, and has owned a significant 
share of the CRT monitor market with its MultiSync monitor 
line. Among its current offerings is the 19-inch 118-inch 
maximum viewable size) MultiSync E90I).Ths £900 is aimed 
at the corporate, small office and home power-user 
market NEC is also vigorously promoting the LCD monitor, 
withtha 15-inch MultiSync LCD1510V and LCD1520,andthe 
impressive 2D-inch MultiSync LC02010. NEC also was a 
leader in making high-quality TFT flat displays standard in 
its Versa notebook line. As one of the ralatively small 
number of color LCD screen makers, NEC is well-posi- 
tioned to play a leading role in the switch from CRT to LCD 
monitors expected over the next few years. 

Philips Electronics Ltd. {htIp'yMww.philips.comy. 
Philips, a European-based S40-bllliDn electronics conglom- 
erate, recently announced a new management team to 
head up its global flat-panel display effort, led by Matthew 
Medeiros, the chairman and CEO of the Philips Flat Panel 
Display Group. This announcement coincided with Philips 
increasing its stake in Japan's Hosiden and Philips Display 
Company IHAPD), from 50 to 80 per cent Philips also 
makes an excellent line of CRT monitors, but simply 
assumes that flat panel will be the future. A global switch 
of the magnitude that they foresee will require a major 
investment in manufacturing, infrastructure, and channel 
development, starting now, in order to handle the demand 
in a few years. Philips already has a huge line of LCD 
displays ranging from five to 23 inches. Including the 
recently released 16.1-inch HLD180I. On the company's 
Web site are visionary predictions of future display 
technologies such as electric wallpaper: wall-sized, 
ultra-thin flat-panels for the home, educational and 
business markets. 

Princeton ihUp://wwvi/.ptgr.com): 

Princeton has recently expanded its line with a vary slick, 
low cost 17-inch (15.96-inch viewable) E0700, which Is 
expected to have a Canadian street price around S649. 

Princeton's whole monitor line ranges from 14 to 
21 -inch models, and includes the Arcadia Series of 27- and 
36-inch PC/TV monitors, and flat panels. 

Samsung {htlp:/fyvww.samsung.com): 

Samsung Electronics Co. Ltd. is a well-known name in 
monitors. The company offers a range of CRTs, from 14 to 
24 inches. For example, the SyncMaster 2400W Is a 24-inch 
monitor 122-ineh viawablel with a .57-dot pitch, weighing in 
at more than 78 pounds. 

On the LCD front, the company offers the 14-incb 
SyncMaster 400TFT, and the 15-inch SyncMaster 500 TR. 
Both products include built-in speakers, as part of the 
company’s multimedia-supporting SyncMaster Total 
Performance Monitors. 

Sceptre Technologies Inc. 
{http.//www.scepireteeb.eom)\ 

Sceptre, one ot the world's largest makers of monitors and 
notebook PCs, has continued to be the leader in building 
the flat-panel display market in Canada, as well as 
inti'oducing their new Dragon line ot CRT monitors. 

Sceptre has been equally active in building its 
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no one supports 
you like KDS 

does with <ARES. 


Resellers like It because it eliminates them from ^e post sales cycle. 
And customers love it because it gives them 

peace of mind. 

Of course, there are plenty of other reasons for 

choosing KDS. We have a complete line 
of 1 4-, 1 5-, 1 7-, 1 9- and 2 1 -inch monitors, our new line of 
Trinitron monitors - Avitron, plus LCD flat-panel display and 
touch-screen models. There's one 
that's designed and priced right for every application. 


Take a closer look at KDS by calling 

|.a8B-KDS-900t. or checking out the 
KDS Web Site at www.kdscanada.ca 


Number One Monitor Warranty in Canada 
Number One Rated 21” Korean Monitor by PC World Magazine 
Number One Rated 17” Overali by NSTL 


When you buy a Visual Sensadons™ or Avitron® monitor, 
It's backed by the best support and warranty in Canada with the 

KDS Advanced Replacement 
Express Service. 

KARES eliminates factory returns and dealer swaps by letting 
customers call KDS directly if a Visual Sensadons or Avitron ever needs 
service. KDS then rushes them a replacement by Purolator Air 
delivery, keeping their downtime to a minimum. KDS is the only monitor 
company In Canada to do this. 
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Bigger is Better, 
Especially for Resellers 

Mosl of Ihe heat in the rest of 1998 is 
likely to be generated in the 17-inch and 
19-inch CRT markets. The 17-ineh mon- 
itor has continued to grow in sales as 
prices have driliod downwaixls and features 
have improved, and the desire of PC users 
'or higher resolution displays has increased, 
typically has a maximum diagonal viewing size of about 
16 inches is sub.stantially better for viewing large spreadsheei.s. desktop published 
documents, multiple Web pages, and other large, demanding data and image displays 
than a 15-inch monitor. 

In the mainstream home and business markets, as differentiated from the 
■■hudgei" market, the 17-inch CRT is qnickly becoming the new standard. 

Following quickly on the heels of the succe.ss of the 17-inch CRT fortnai is the 
biggest display success story of 1997 and 1998 — the 19-inch monitor. Employing 
design and technology innovations to pack a 19-inch (18-inch diagonal viewing sizel 
screen into a footprint lillle bigger than a traditional 17-inch model, this monitor 
format offers a price/perfurmance mix thtii makes it irresisiibie for many “premium'' 
home PC u.sers and professional graphics. CAD and financial computing users. By 
contrast. 211-inch and larger monitors suffer from a similar slicker shock problem to 
l.CD panels, with the added disadvantage of huge footprints and crushingly heavy 
weight. 


Other Players 

As LCD data projectors from vendors such as Epson also benefit from the downward 
trend in prices brought on by improving manufacliiring technology and economies of 
scale, they are increasingly being chosen as a solution for very large format display 
of computer images, especially in business and education. A.s well, manufacturers 
such as Princeton report a strong growth in the sales of large format TV/PC 
monitors, with screen sizes of 26 to inches, which can display both video and 
computer image frequencies. Also, consider the Plu-sma panel display product sector, 
with examples currently offered by NEC. Philips, and Mitsubishi, offering 
"wall-hanging" models up to 42 inches wide. Plasma displays arc declining steadily 
in price, hut they have a long way to go before they can aiiraci a large volume of 


For the demanding home theatre or business prescniation early adopters, 
plasma should be able to give LCDs emnpeiition in the large display market within 
the next two or three years. 


The Future 

Resellers should keep a close eye on the prices of both CRT and desktop flat-panel 
display products. If. as is expected, the price of a 15-inch flat panel (with a viewable 
area close to that of a l7-incll CRTi drops to within 50 per cent of the cost of a 
17-inch CRT. focus group surveys indicate that up to one-quarter of new monitor 
buyers will opt for Ihe more expensive LCD. 

According to industry analysts, sales of CRT monitors may level off by the year 
2(KX1 and begin to decline rapidly by 2(K)I. LCD desktop di.splays should become a 
worthwhile market by late 1 999. and really take off shortly after that dale. 

As always, resellers should ensure they don't get caught on the wrong side of a 
rapidly changing price/performance equation, holding inventory of products at the 
older, higher price without any price protection from the manufacturer. With suitable 
caution and close attention to customer needs and changing products and prices 
however, resellers should find many opportunities to benefit from the interesting 
days ahead in the computer display market. 

We've had plenty of warning that the shift from CRT to LCD is coming — 
there's no excuse lor not being ready to exploit it when it actually happens. KW 


Jet! Evans isAssocialo Editor ofCamuliim Compiiler H'lioksalei: He can he reached 
ai.jeljiuiciion.com. 
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Canadian reseller channel to accommodate current and 
anticipated growth. On May 26, Sceptre announced a 
Canadian Partners Support Program, including co-op 
edvertising, demo, and lead referral programs. As well, 
Sceptre will provide resellers with seed units of its LCD 
products fortnai placements in corporate sites. 

Sony of Canada Ltd. {http://www.sony.ca): 

Sony's Trinitron CRT tubes are still the standards for premium 
quality (and premium price) computer monitors, but their 
higher cost also leaves a great deal of room for 
lower -quality, lower-priced competition. Among the current 
models available in Ihe Canadian market are the 19-inch 
(18-inch viewable) Muldscan GDM-400PS, and the 17-inch 
(16-inch viewable area) CPD-200GS. Trinitron CRTs 
typically have a super-fine eperture grille pitch of about 
.25 millimetres, compered to less expensive monitors' dot 
pitch of .28 millimetres. 

TTX ihttp://www.ttxmonitor.com]: 

TTX, self-described as "The Monitor People," have a wide 
array of display-related products ranging from the 
traditional CRT (the Medallion and Professional series) to 
flat-panel displays, touch-screen monitors (for educational 
and Interactive multimedia applications) and multi-monitor 
cards. The Medallion Series is a high-end 1.26-mm dot pitch 
or .2S-mm aperture grill Trinitron CRTs) line of professional 
monitors, and includes a 19-Inch (18.Z7-lnch viewable) Model 
6995, with a street price of less then SI, 100. The Professional 
Series is s more value-priced range of mainly .28-mm dot 
pitch 14, 15, and 17-inch models. Flat panels include the 
PanoView 540 10.4-inch panel, and the 745 H.Wnch panel. 

TTX also offers a very Innovative used monitor trade-in 
program, where end-users can receive a rebate on the 
purchase of a TTX monitor in exchange for a used monhor. A 
Canadian-owned company, TTX has sold almost one million 
monitors, end prides itself on an extensive Canadian 
distribution, sales, end support network, and excellent 
warranty terms on Its products. 

ViewSonic {http//www,ifi0wsonic.cont}: 

ViewSonic is one of the most papular makers of good quality 
but affordable monitors. They claimed to have released the 
first 19-inch "Short Depth" display, a large-screen monitor 
with a desktop "footprint" more comparable to a 1S-inch 
product. The Short Depth monitors use a wider deflection 
electron gun, which allows the monitor to shorten the 
distance needed to produce an IB-inch viewable area. The 
shorter CRT tube translates into a smaller, more compact 
monitor chassis. 

Wacom {http-y/www.wacom.eom): 

The folks from Wacom are the leading graphic tablet makers, 
so what are they doing here, in a display product roundup? 
Well, Wacom Tachnology Corp. has producad a graphics 
"tablet' that is also a handheld LCD display into which a user 
can draw directly, using a pressure-sensitive stylus. 

In effect, Wacom’s PL-301) LCD Display Tablet is the first 
real electronic canvas. The digital drawing tool can be used 
in a way that's uncannily close to traditional drawing media. 
The PL-300 is built around a color LCD panel that measures 
about eight by six Inches. The display Is encased in a rugged 
but light-weight chassis that connects ic a PC or Mac via a 
serial cable. Running a graphics program such as 
MetaCreetions' Painter software, the user can draw, trace or 
sketch directly onto the image on the LCD, and the strokes of 
the stylus will appear instantly as iha drawing tool is moved 
across the surface of the LCD. tn 
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I ney re primea ror ponaDiiiiy ana power — 
but which are most worth their carrying-weight? 


W ith business increasingly reliant on compuier technology for crucial information and presenta- 
tions, and as business people are more mobile than ever before, the need for powerful portable 
computing has also grown. 

This has spawned a wide variety of interesting and useful devices. But while handheld units like the 
PalmPiioi or Windows CE machines have a market, they continue to be smaller and more limited in their 
capabililies. Typically, ihe inlerftutes are more dil'ficuil to use than desktop machines, memory is limited, 
and performance is inadequate for anything flashy or CPU-intensive. 

For those reason.s, the notebook computer continues to be the big prize when it 
comes to portable sales. Although notebook performance has always lagged behind 
similar configurations on the de.sktop, the power that can be packed into these little 
bones remains impressive. A 5GB hard drive is roughly the size of a pack of playing 
ciuds. CD-ROM drives lue scarcely bigger than the CDs themselves. Most machines 
le with a plethora of external ports, increasing the ability of notebooks to interface 
and interact with other machines and peripherals. 

The notebook, as envisioned by both the manulaciurers and the users, has gone 
in two directions: following true portability, or desktop replacement- With the units 
that lue aimed at portability — size and weight mailers. To a user who will be sling- 
ing a machine over a .shoulder for a dash to the airport. Ihe lighter the better. When 
working in constricted and ununiicipaied spaces while on the way to an important 
meeting (whether it’s on an airplane, in the cap, or in the lobby), smaller means 
awkward. 

On the other hand, the desktop replacement notebooks are bigger and 
heavier, but often more powerful. Despite that, they can be packed up 
moment's notice and brought along for a business meeting. For user 
who occasionally need to pack up their notebook but don't want the 
hassle of constantly transferring data between computers, the 
desktop replacement notebook is becoming an attractive 
option, 

Meanwhile, as componenLs get smaller, more can be 
placed inside the portable machines. Although some 
machines still require the user to switch between floppy 
and CD drives (consequently requiring the sy.siem to be 
powered down while switching), a number of machines 
have componcni.s so miniaturized that they are able to fit 
both Ihe CD-ROM and floppy into the same small case. 



Introducing The Netcom Value 
Added Partner Program 

As a Reseller you do all the work. As a Partner, we do the work 
for you. Whether you’re a Web Developer, a Systems Integrator, 
Graphic Designer or an Internet Consultant, the Netcom Value 
Added Partner Program lets you provide your clients with 
hassle-free, world-class web hosting and connectivity solutions. 
We make getting on-line easy and cost-effective - and we’ll 
help you and your customers make the Internet a strategic, 
competitive business tool. 

The key to the program is partnership. Netcom will 
provide you and your clients with the most reliable, responsive 
and complete Internet solutions availabie. Domain name 
search and registration, access options, e-mail and web 
hosting. Plus, only Netcom gives you the Internet RiskFree. 

If your client is not completely satisfied after 30 days, they 
can cancel without penally, Netcom also provides a 99.55t 
Performance Guarantee. Netcom’s Business Services are 
guaranteed to be available a minimum of 99.59$ of the time 
or we will refund 259$ of your client's service fees. 

When you recommend us, you’re recommending 
the best. Netcom is one of this country’s largest, most reliable 
and sophisticated Internet Service Providers. Netcom Canada 
is a subsidiary of Netcom On-Line Communication Services 
with over 600,000 customers worldwide and network access 
points in 360 cities across Canada, the US and UK, 

When you choose Netcom as a partner and recom- 
mend us to your clients you will receive the following benefits: 

• Commission: You will receive the first month’s recurring 
revenue for all web hosting and dedicated access service 
business that you refer to us. 

• Discounted Services: Netcom will give you a 30^ discount 
on Internet services for your business. 

Call us now or visit the VAP website to find out more 
about the benefits of being a partner with Netcom Canada. 


Netcom 


. Value Added Partner 


1.888.805.9877 

WWW. netcom .ca /vap 


I i-AB TEST 


New desktop replacement machines routinely feature modems, 
high-quality sound (internal speakers that aren’t so good, but the qual- 
ity through externa! output i.s excellent), video-out jacks for externa! 
monitors, infrared ports for high-speed transmission to other devices, 
andjack-s for mice and keyboards. Further, in addition to the PCMCIA 
slots commonly used for network cards, some machines are even starl- 
ing to ship with built-in LAN jacks. 

Components in both portable and desktop replacement machines 
perform more slowly than similar configurations in full-sized desktop 
machines. Although mobile Pentium II processors are starling to 
appear in notebooks for the first time, the ability to gel data where it 
needs to go inside the machine is still compromised .somewhat by the 
smaller components. The gotni news is that speed continues to 
improve substantially for notebooks, regardless of how ihey compare 
to the full-sized machines. Even six monlhs ago. "high-end" note- 
books were often limited to Pentium l66MHz units. In this month’s 
lab ic.si, some of ihe notebooks available come close to doubling the 
benchmarking scores of those units. 

Crowing...? Shrinking...? Yes. 

Although the new machines are compact in many ways, they are more 
full-sized lhan ever before. A major problem with early notebooks was 
that smaller units offered smaller keyboards. Now, with wider screen.s. 
notebook bodies are wide enough to accommodate full-sized 
keyboards. 

As for Ihe screens, they continue to grow in size, as well. Desktop 
CRT screens have a viewable area less than Iheir LCD equivalents. 
The 14. 2-inch LCD notebook display is roughly the same viewable 
area as the 15-inch CRT. At 15,1 inches, a LCD display is starting to 
approach the viewable area of a 17-inch CRT monitor. 

In notebooks, the pixels are hardwired into the display. Most of the 
new notebiK)k computers ship with a resolution of 1024 by 768. 
However, if the user needs to downshift to 800 by 600 for some reason, 
one of two things can happen. The display can become hlocky and ugly 
as it tries to redisplay 800 display pixels over 1.024 hardwired pixels; 
and aliernalely. the difference in pixels can be discarded, leaving a 
black border around the 800 by 600 pixels centred on the desktop. 

The solution? Because of the power of these machines, they’re 
well-suited for flashy presentations, whether for liirge and important 
meetings, or small groups of people. As a recognition of that fact, note- 
book computers come with a video-out port for displays on a big 
monitor, or on a number of smaller monitors. Setting up for a big 


presentation can now be as simple 
as finding an electrical outlet and 
plugging a cable into the video- 

RAM Counts! 


"When purchasing 
notebooks for resale, 
it certainly wouldn't 


hurt to check how much 
the extra RAM 
would add to the cost. 
It could mean the 
difference 
between great 
performance and 
excellent performance." 


One thing that became clear 
during this month's tests is the 
ability RAM to boost system 
performance. For a long lime, 

Windows 95 and 16MB RAM 
seemed lo go hand in hand. More 
recently, there was u jump to 
32MB. Now, with memory so 
inexpensive, a machine with 
64MB RAM or more is not unrea- 
sonable, and can be well worth 
the increase in performance 
obtained from the elimination of 
hard-disk swapping. 

As an illustration of this fact, 
one of the machines this month 

was mistakenly shipped with only 16MB RAM- For informational 
purposes, we did a "before" and "after" test on this notebook. With the 
addition of the extra memory (and no other changes), the benchmark 
scores jumped, sometimes by 50 points or more. 

What this means is: although most of the machines in this 
month’s lest are good, with a few extra dollars they can be even better. 
When purchasing notebooks for resale, it certainly wouldn’t hurt to 
check how much the extra RAM would add to the cost. It could mean 
the difference beiween great performance and excellent pcrformance. 

For our tests this month, we used BapCo’s Sysmark32 bench- 
marking software. The notebooks were tested in both 1 ,024 by 768 and 
800 by 600 resolution with a 16-bil color depth. Testing was done with 
Ihe machines powered by their AC adapters, with power management 
turned off- 

We also did a rudimentary battery test to get a rough estimate of 
battery life, using a program provided by Dave Voorhis at Armchair 
Airlines Computer Services. It’s important to note that battery charge 
varies from battery to battery even on the same model, so this is by no 
means conclusive. It’s also important to note that Ihings like CD-ROM 
drives and floppy drives will quickly drain tlic battery. 



Angel 6800 MegaNote 


The Angel 6800 MegaNote is an imposing piece of equipment, larger and heavier than most note 
books. Like the Eurocom model In this month’s roundup (which uses the same style of case at 
this onel, Ihe Angel 6800 MegaNote is less a true portable and more a desktop replacement unit 
Although there's a lotto be impressed about with this notebook {15.1 -inch display, 4.1GB 
hard drive, 24X CD-ROM), where it shines is speed. With 128MB RAM onboard (the maximum 

this machine can takel. " . 

bench scores that 

One complaint with the 
bit picky about where 
meet, rather than ' ' 
awkwa rd. 

That quibble aside, the MegaNote is a nice speedy machine, great for turbo-charged desktop 
replacement and the occasional road trip (for which it comes with iQ own carrying case). It is backed 
by a one-year warranty. 
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m U.S. Robotics 


Of course a modem won't turn 
your family PC into a 200” 
reflector telescope. But 
with faster browsing, more 
life-like sound and smoother 
video, a U.S. Robotics* 


V.90 56K* standard modem 
is quickly closing the 
excitement gap. Our newest, 
most compatible 56K 
modem connects up to 
80% faster than other 28.8 
modem brands to nine of 
the top ten Internet 
providers and over 1,400 
more around the globe. No 
wonder U.S. Robotics is the 
world's best-selling modem. 

To learn more, contact a 
U.S. Robotics reseller or visit 
www.3com.com/56k. 


I L A B TEST 


Apple Macintosh PowerBook G3 


Processor: PowerPC G3 2S0MH2 

Suggested Retell Price: $5,D93 

For those looking for an alternative to the Wirdows-tiased universe, there's always the 
Macintosh. After a tense period of uncertainty about where the company was going, Apple has 
answered the critics with the new iMso, and theGS-based PowerBook. 

If this new direction wasn't enough to make an impression, the look of the new PowerBook 
will take care of that Instead of the usual hard and squared-off lines most currently available 
notebooks sport, the PowerBook opts for a more curved and stylized feel. There’s a lot of 
attention to detail with this notebook. 

It doesn't stop with aesthetic concerns, though. The PowerBook contains a 20X CO-ROM, a 
KBStlex modem, both SCSI and S-video out ports, a video-out jack for viewing on a standard 
monitor. Even better, the two bays on the front end of the machine are hot-swappable with a quick 
flip of a lever. 

Unfortunately, our benchmarking software would not operate on this machine, so there are no 
results included in the survey. The general consensus says G3 machines typically perform faster than 
Pentium machines with the same frequency rating. Either way, this notebook offers powerful performance 
and a good mix of components. 

The warranty period for the PowerBook is one year. 


Processor: Pentium 233UH2 MMX 
Suggested Retail Price: S6,874 

One of the big nemes in the industry, Compaq offers the Armada 7790DMT performance notahook. This 
machine is a sturdy little machine with some interesting features. 

First of all, the notebook is one of only two we received with treckpoint cursor control. The feel on the 
Compaq's trackpoint seamed a bit less than firm, which is probably because the button is a bit smaller than ' 

the one on the IBM and had more room to move around. Nevertheless, the control was precise. ! 

Secondly, there are four buttons set aside especially for pre-programming of commands and macros. ( 
For repetitive presentations, these buttons could take a lot of the pain out of the same old routine. > 

Thirdly, there is virtually no palm rest on this machine. For users who find the palm rest awkward, this ^ 
may be the best-suited notebook. ; 

The benchmarking scores for the Armada came up incomplete, with no report for the database section of ' 
the tests. A non-report in the benchmarking scores can occur for any of a number of reasons, including: 
arating system incompatibility with the benchmarking software (a diffarentbuild of Windows could cause this); or j 
the system configuration may not be optimal for the series of scripts our benchmarking software runs through. Just 
eyeballing the speed of the Compaq In this section (before the script produced an error), it appeared to be on par with the other t 
233MH2 machines. The same error in the database scripts caused the machine to bring up an Incomplete overall SYsmark32 score. 

Apart from that, the machine turned in a good performance, although the CD-ROM, the floppy drives cannot be used at the same time 
on this configuration. The machine is a tough machine with a good business focus. 

Software Included is Just Connect. Compaq Ethernet utilities and diagnostic software and PointCast. The Armada comes with its own 
carrying case, and the warranty period is three years. 





Hitachi Visionbook Pro 7590 


A recant entrant into the field of notebooks, Hitachi has provided us with Visionbook Pro 7590. 

With a solid 13.3-inch TFT display, it's about average, and although it didn’t score at the top of 
the heap in the benchmark tests, this model comes with a number of nice features that are 
worth talking about. 

First among these is the baysetijp along tha front of the machine, which has a spot for tha 
floppy, the 20X CD-ROM and the hard disk. This setup makes the hard drive as easy to change 
as the CD-ROM drive. The downside to the bay setup Is that there Is no space in the machine 
for a battery, unless you sacrifice either the floppy or the CD-ROM. 

In communications, however, the machine scores big. Like many of the other machines, it 
ships with an Internal U.S. Robotics SBKbps modem with telephone connector jack. The 7590 goes 
one better, though, and also Includes a LAN jack for easy networking (without taking up a PC card 
slot!). 

The machine comes bundled with AudloRack, Mediamatics MPEG, ConfigSafe, and Modern Age 
Books software. It's protected by a three-year warranty. 
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D97A 


to choose! 


Old-8ly(e lechnology 
Too many buttons 


iS-inctt (18-inch viewab!^ CRT fl^soyai^iuntajgjHjAMISC? 
22mm (horizontal) drt 

AcJvancad ElliotiMj 

Five year flmlfeJT warranty 
Auto Ami-Asligmaltsm ^ 

Oplfonal USB •’ _ 


EXCELLENCE FOR ALL THE WORLD TO SEE 


C'Q 


Optional speakers — 1 5 and 17-inch 
Optional USB — all models 
Five year limited warranty — all models 
Sceptre's AHRC™ — all models 
Advanced Elliptical Aperture Muitistep 
Dynamic Focus — all models 
Auto Anti-Astigmatism — all models 


Overly simplified 
More difficult to use 
More prone to error 


Sceptre’s design ethos is 
appreciated by those 
who know. The ultra-high 
performance19-inch 
D97A was a Comdex 
award winner. Compare 
for yourself and you will see why! 
Call 888-580-5588 now for a dealer 





I L A B TEST 



Located In Nepean, Ont, Eurocom lias built a solid name for itself in the notebook market with a focus 
on desktop replacement units. The 8500M certainly fits into this category, offering powerful 
components, a fast processor, and a larger case (and consequently, greeter weight). Because of this, 
the product isn't the best candidate tor a user who does a lot of travelling. Rather, the system is the 
ideal machine for someone who wants something more substantial on the desktop, but would like to 
retain the ability to fold up that desktop machine in 10 seconds and take it on the road. 

The first thing that is impressive about this machine is, obviously, its sheer size. Although some of the 
other notebooks this month had screen sizes that seemed more than adequate, the screen size on the 
8S00M is larger than even the typical desktop machine, at 15.1 Inches. The big screen can certainly be 
useful, but atthis size the individual pixels become more noticeable, creating a slightly distracting 'striping' 
effect 

This extra width, when added to the other half of the machine, allowed Eurocom to fit the 24X CD-ROM, flop- 
py and battery into the case simultaneously. In addition, where the other machines had a 'numeric keypad" only by 
pressing a button and using the regular QWERTY keys, the Eurocom machine was actually able to fit a miniaturized 
keypad in beside the standard-sized notebook keyboard. 

Though the machine has the two standard PCMCIA slots, the machine comes pre-shipped with a U.S. Robotics 56Kbps modem card installed in 
one of them. As for the other components, they appear to be designed for easy removal and replacement The floppy, CD-ROM, end even the hard 
drive slide into place on grooves. Although this makes removal and upgrading that much easier, the hard disk seems a bit unprotected, sitting on 
the comer and resting on a rubber pad. Although most notebooks’ hard drives aren’t likely much better protected, there’s certainly a psychological 
effect involved. Since the machine is primarily designed to sit on the desktop, though, chances of damage would be minimal (whether such 
concerns are valid or not). 

In short, the Eurocom 8500T is a substantial and speedy machine that is perfect for desktop replacement and the occasional use as a portable. 
It comes with a one-year warranty and its own carrying case. 



The Hyperdata notebook, provided to us by Compucon, leaves very little to be desired. With a 
266MHz Pentium MMX, it checks in as one of the fastest of the machines tested this month. 
Further, the case manages to fit the 24X CD-ROM, floppy drive, and battery all at the same time, 
meaning less downtime while switching between components. 

The keyboard layout Is pretty familiar for users of a standard full-size Windows-enhanced 
keyboard, although the relative flatness of the keys may be a bit uncomfortable at first. At 14.1 
inches, and wired for 1024 by 768, the screen is large and spacious. 

The clincher for this notebook, however, is the price. At only S3,980, the Hyperdata Is the 
least expensive of the models tested, but its performance was pretty much on par with the other 
highest-performing machine in this batch of contestants. A three-year warranty on the machine 

The only thing that could really merit a complaint about this machine’s configuration is that a 
modem isn’t standard. There is a spot in the machine for a modem, or one could be added as a 
PCMCIA card, after the fact Apart from that, Che Hyperdata appears to be the high-performance 
machine for those who don't want to spend an excessive amount of money. 
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For NEC's performance pick, we looked at the Versa 6260. which comes in a charcoal color instead of the 
usual basic black. At 266MHz, the machine performed quite well on the benchmarking tests and was, in 
every way, a competent machine. 

As with many other notebooks, the biggest downside to this machine is the bay configuration. The 
Versa Bay II slotwilltakethe floppy drive or the 20X CD-ROM that come with the machine, but only one 
at a time. Optionally, the bay can take an LS-120 drive, an extra battery, or a second hard drive (all 
purchased separately). As a bonus, though, the configuration we tested also ships with a VST Zip drive, 
which can also go into that slot. Although there are a lot of options, the downtime while switching 
components could become frustrating. 

The machine comes with Adobe Acrobat, Audio Rack, LanDesk. LapUnk, McAfee Virus Scan, 
Mediamatics MPEG, Mind Path FX, and OAG FlightOisk. The suggested retail for the Versa 626D is SS,908 
and includes the Zip drive. The warranty for the machine is three years. 
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Speed: using 35 T3 lines (Silicon Valley Location) 
and fibreoptic OC'3 line 155 Mb/sec (Canadian Location) 


Reliability: redundant power management systems, 

UPS and generator backups, manned 7x24, professional 
air conditioning, fire protection, seismic and security systems 


• 50 MB disk space, 1 GB traffic/month (100,000 hits) 

• Our "Gold Premier" partnership with InterNiC allows us to 
fast-track your Domain registrations and modifications 

• Latest features include: FrontPage"^ ’98, Cybercash™, 
Storefront™, Truespeech™, SSL™, Java Chat™, and Web Alert™ 

•Web-based Control Panel 

• 30 day money back guarantee! 

Domain-Name Registration 

• GLOBAL Domain-Name registration (InterNIC) i .com .net org .edu .gov 

• COUNTRY Domain-Name registration: ju ie .br .ca xh .d .hk ,11 .m« .my .nu .sg .th .uk .us 

• REGIONAL Domain-Name registration 

Asia-Pacific region, US domains, European region and .num (number) domains 

Personalized e-mail 

E-mail: sales@domain-registry.com 
Web site: www.domain-registry.com 
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iNetNation 

Communications Inc. 

International -1-1(604) 688-8946 
E-mail: sales(Snetnation.com 
Web site: www.netnation.com 
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HUGE DISCDUUT! 
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IBM ThinkPad 770 


Processgr Pentium 233MH2 MMX 
Suggested Retail Price: SS,927 



Taking a look at IBM’s TTiInkPad 770 is all It takas to figure out how IBM got Its good name. This is one solid machine, both in terms ot 
construction, and in performance. Certainly, at 233MH2, the speed is a little bit less than some of the other machirtes tested this month, but the 
ThinkPad makes up for it In other ways. 

The first major advantage this notebook has is the construction. Notebooks sometimes take a while to get used to 
because of the palm rest how the keys are angled, and the feel of the machine under the hands. This one was a joy 
to use from the word 'go,’’ with a beautiful keyboard, good hand angle, and a comfortable surface finish all over 
the machine. The casing feels like it has metal backing everywhere, from the 14.1-Inch display, to the frame 
around the components. This box feels like you could drop an anvil on it without any damage (not 
recommended). 

For some users, the second major adventage would be the trackpoint control, rather than the near- 
ubiqurtous touchpad — but this Is subjective. There Is e third button under the two standard buttons, 
which can be used to control window scrolfing. 

The best advantage this machine has over the others is the UltraBay II slot. At first glance. It seems 
that the user has to choose between the CO-ROM and the floppy drive, since there Is only one slot. 
However, the ThinkPad 77D's drives are not only removable, they're also hot-swappable. Instead of 
shutting down the machine to switch components, the user simply clicks the eject button, waits for the 
signal, and pulls the lever to detach the drive. Installing the other drive is as simple as sliding it into the bay 
and pressing the lever back into place. 

The basic configuration of the ThinkPad 770 ships without the CD-ROM, and retails for S6,399, (we had the 
CO-RDM added for the purposes of the test). For users who would prefer a hot-swappable DVD-ROM unit 
Instead of the CD-ROM, It is available for an additional SS26, for a total suggested retail of $7,227. 

The machlrte comes with a lot of software goodies, including Asymetrix Digital Video Producer, PointCast, TronXIt, 
Video Phone, CcnfigSafe, IBM AntlVirus and CardWorks. The machine Is backed by IBM's three-year warranty. 



Suggested Retail Price; $9,500 

Let's get the negatives out of the way first At 200MHz, the CF-39 is one of the slower machines In 
our tests. And with a 12.1-inch screen, with a maximum resolution of 800 by 600 (In 16-bit colorj, 
the display area seems tiny, after working with some of the other machines. 

That size factor, however, appearstobe the whole point of this notebook. At the opposite end 
of the scale from the desktop replacement, the CF-35 Is the most portable of all of this month's 
machines, coming In at a slim 1.5 Inches In height, and at just under five pounds in weight. 

Although the heaviest models (at about 10 pounds) don’t seem like they'd be all that heavy, a 
short walk with them slung over the shoulder will change that notion. This model, on the other 
hand. Is just the thing for someone who's travelling a lot with a computer in tow. For someone 
cycling to work, five pounds land a couole of Inches length and width-wise) can mean a lot 

Because of the size, the user can run only the floppy or the 10X CD-ROM, but not both at the same 
lime. On the other hand, the power usage for a smaller machine like this is less, andUie battery life is 
higher than average. 

For sheer performance, this machine isn't necessarily the best bet, but where compactness Is 
Important, the CF-35 Is a clear winner. 

The warranty for the CF-35 is three years. 



Scepcre Soundx 5500T 


The Soundx 5500T doesn't have a lot of fancy tricks and ornamentation to IL Instead, It comes In en 
understated and unassuming black case packed with solid components. 

With this configuration, the user must choose between the 20X CD-ROM and the floppy drive. 
With a 13.3-inch display and a 3.2GB hard drive, the components are basic and usable. WhaTs 
more Impressive Is the 80MB of total RAM on this notebook, which brings up the performance 
accordingly. 

A positive: The touchpad can be set up so that a brush of the finger along one side will 
activate scrolling In the active window, it's handy for working in a long document — anything 
that eliminates excessive movement back and forth across the screen (with either the 
touchpad or the trackpoint) Is a welcome addition. 

The Sceptre Soundx 5300T comes with a carrying case and a one-year warranty. 





LAB TEST] 



ArothBr rslative nawcomer to the world of noiebocks, Sharp's PC-M200 has ore nclicaable 
difference right out of the box: it smells like a new car A few spots of silver on the chassis - - 
case, that is only reinforces that feeling. 

Performance-wise, it's at the slower end of the scale, as it ships with onlv a ZOOMHz 
Pentium MMX chip inside. However, the machine comes with enough room to have the 
battery, 20X CD and floppy onboard all at the seme time. In a nice little twist on the usual, the 
CD-ROM is fixed in the case, and the floppy can be traded for an extra battery or an 
optional Zip drive. 

In addition to the usual ports, the Sharp comes with both a 56Kbps Internal modem, and 
an RCA video-out jack for hooking up to a television. Software preinstalled includes Puma’s 
TranXit, Official Airlines Guide (helpful for the travelerl) and F/X Presentation. 

One worrisome thing about the unit is the TFT display; while the quality of the display is 
good, the panel behind it seems a bit flimsy. Touching the back of the display panel even lightly 
produces rippling while the screen is on. Since the back of this panel constitutes the top of the 
notebook when it is closed, this may be a potential concern for users concerned with durability. 
Sharp's warranty for the unit is three years. 


Twintiead Slimnote SLEX2 



For years, Twinhead has been making notebooks for other manufacturers, who would put their own 
name on the case and take the glory. Now, Twinhead is manufacturing notebook computers under 
its own name lours comes courtesy of Peripheral Express), and while the name may not be famil- 
iar, their experience shines through. 

Armed with the new ZSEMHz Pentium II for notebooks, a 56Kbps modem and a 4GB hard 
drive, the Twinhead already has a step up on the competition. When you throw in e 2X DVD drive 
I20X CD-ROM equivalent! end a OVD-to-go TV-out card, you've got the makings of a killer, 
cutting-edge machine. Even better, the DVD, floppy and battery all fit in at the same time, 
eliminating downtime. 

Performance on the machine was solid, coming in at the top of the heap for the smaller 
machines (it was edged out for overall performance by one of the larger desktop replacement 
notebooks). 

For software, the CDWizard package is included, with options for audio, photo and video CDs. 
Also Included is MargI DVD and TranXIt. For the quoted price of $4,999, the operating system is 
Windows 95. but an NT system is also available for $5,149. 

The Slimnote comes with a carrying case, and has a one-year warranty. 



Value 

Hyperdata 

Though it more-or-less tied for second place in the performance contest, Hyperdata's notebook comes 
in at a $3,990 — the lowest price among this month's contestants. 'This machine offers great 
performance for less. 


Performance 
Angel 6800 MegaNote 

For sheer performance, this machine walked away with the prize, largely owing to the combination of 
fast processor and sufficient RAM to minimize swapping. For a really zippy desktop replacement, this 
is the fastest of the bunch. 


Overall 
IBM ThinkPad 770 

IBM shows why the company is so respected in the notebook field, with a machine that's rugged, 
reasonably fast, able to hot-swap drives, and chock full of software goodies. Add the fact that it's easy 
to use, and you end up with a notebook that's hard to put down, ccff 

Sean Carruthers isCCWs Test Lab Editor. He canbe reeched etsean@tcp.ca. 
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PERFORMANCE NOTEBOOKS 
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I Handhelds 

Bigg^CE 

is a truly usable machine 


T o dale, one distinct factor has been both the blessing and the 
curse of Windows CE-based systems — their very small size. 
There's no arguing that computers weighing less than one 
pound and fitting into u purse or the inside pocket of a .suit jacket are 
extremely portable. Unfortunately, they’ve also historically been awk- 
ward and uncomfortable when any volume of typing was required, and 
the first-generation CE systems were known for their dismally eye- 
straining screens. 

Over the last few month.s, systems based on Windows CE 2.0 
have been hilling the streets, generally sporting better screens, more 
memory and interesting features like voice recording. However, when 
it comes to size, the Packard Bell NEC MobilePro 750C is markedly 
different than its competitors. While players such as Sharp, Compaq 
and HP have stuck with the smaller form factor. NEC’s new offering 
is big! At about 10 by five by one inches, it’s not a pocket device by 
any stretch of the imagination. In fact, calling this u handheld comput- 
er is a rather inaccurate appelladon. 

The Keyboard 

At that size, the keyboard is Just slightly smaller than full-sized, and 
quite louch-typeable. The color display is easy on the eyes, particular- 
ly compared to the previous monochrome version of this product. 

Truly, the MobilePro 750C is prepped to compete directly on 
several fronts with notebook computers. For occasionally mobile 
users, the product, with 16MB RAM. provides excellent functionality 
in the form of pocket versions of Word. Excel, Internet Explorer, 
PowerPoint, as well as Outlook — including e-mail, contacts and 
scheduling features. Information can be transferred by desktop syn- 
chronization ore-mail, or via the I*C Card or Flash Card slots. There’s 
an infrared port, and the unit also includes VGA and serial ports for 
connection to printers and external displays. 

Voice Recorder 

One of the system’s interesting features is the built-in voice recorder 
that lets the user hold down a button and record a spoken notation. The 
resulting sound quality is nothing to speak of. but certainly audible. 
However, picking up a small notebook for dictation isn't particularly 
exciting, considering the case of the mini-dictaphones so many execu- 
tives use today. On first glance, this seems more of a coo! incremental 
feature than a compelling purchase reason. But no doubt some owners 
of this machine will find this a useful way to very quickly capture 
some pertinent inforntalion, such as reminders, or telephone numbers. 

Handwriting 

Speaking of alternative input, the product also ships with a demo version 
of CalliOrapher for NEC. A full version from the software developer 



Product MobilePro 7S0C 


Uanulacturen Packard Bsll/NEC 

Category; Windows CE handheld 


Notable features; good-sized 


keyboard, color display, 33.6 Kbps 
internal modem 

Rating: A- 


can be unlocked for about US$I9.95. Basically, the user can prim with 
the pen on the screen, and words will be translated to text. Recognition 
isn't bad; but far from perfect. However, with continued efforts, the 
user learns to print more neatly, and the product responds with better 
recognition. Potential applications could include jotting down notes, 
say when holding a cell phone with one hand. But for more substantial 
input needs, the user may get frustrated at the unspectacular recogni- 
tion levels. Another option of the product is to turn off the handwrit- 
ing recognition and just save handwritten notes. 

Battery 

NEC claims to get about eight hours off the lithium ion rechargeable bat- 
tery. Certainly the use of backlighting and the modem are battery-hungry 
activides. However, the system held up on a five-hour plane trip, includ- 
ing backlight use; and supported about an hour of on-line battery-only 
Web usage, without incident. 

At a suggested retail price of $1,499 — certainly the potential 
buyer is approaching the notebook price range. However, at that price, 
not much will compete in size or weight with the sub-two-pound 
MobilePro 750C- And still less can compare with the battery life! 

Plus, don’t forget the ‘'instant-on" feature of this system. That 
means, if you were last looking at your schedule, all you have to do 
is open the clam-shell design to see your schedule again, as the system 
immediately resumes that screen. This can be very handy for quick- 
reference! 

The Market 

By breaking with the pack on the size of CE systems, NEC is showing 
leadership in addressing usability, and deserves to be applauded. Keep 
an eye on this product, as we predict some of the current handheld mar- 
ket will be willing to trade form to get function. Moreover, the occa- 
sional bu.siness traveller considering a notebook might easily be 
swayed by the price and capabilities of this system. CW 

Grace Casselman is the Editor of Canadian Computer Wholesaler. 
She can be reached at gracec®nelcom.ca. 
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FROM NEWSBYTES 



Providing high-performance 3D graph- 
ics will be the Power VR second genera- 
tion chip from NEC and VideoLogic. The 
chip boasts the ability to draw three 
million polygons per second and has a 
pixel fill rate of 2D0 megapixels par secortd. 

Other specifications include 16MB of 
main memory, a 33.6Kbps modem for 
network games, a customized Microsoft 
Windows CE operating system, a 12X CD- 
ROM drive and the capability to display 
16.77 million colors. 


to provide e-commerce: JOS Computer, HugeNet, 
Modf and Elm. The companies use IBM's neLcom- 
merce software package. 

'Clients are interested but they don’t yet 
understand the technology," said Keith Li, 
account executive, Internet Soludons unit for JOS 
Computer. ~We are trying to push the concept, to 
educate the market-place that on-line purchasing 
is a secure method." 


SET gateway 



Using the SET gateway will be free for any 
BOC cardholder, of which there are 600,000. 
Users will need to install an e-wallet on their PC, 
which they can do by CD-ROM or by downloading 
the software from the BOC Web site. An e-wallet 
gives the user the certificate that makes the pro- 
gram secure. 'Our goal is to provide advanced 
technology for our cardholders," said Kenneth K. 
C. Luk, business planning officer for BOC. initially, 
Luk doesn't expect there to be a huge number of 
customers using the gateway but in time, he 
says, it will catch on. 

Under the SET-enabled transaction, tha mer- 
chant and the cardholder can identify each other by 
means of certification before any significant 


Matsushita. ITRI to promote DVD in Taiwan 


Matsushita Electric Industrial Co. Ltd. and Taiwan's 
Industrial Technology Research Institute IITRI) have agreed 
to work together to promote the DVD system in Taiwan, The 
cooperation will Include work on format and product devel- 
opment and establish- 
ment of a format verifica- 
tion laboratory in Taiwan. 

Both companies are 
mambers of the DVD 
Forum steering commit- 
tee. the group of compa- 
nies that charts the direc- 
tion of DVD technology 
end develops new for- 
mats. Matsushita is a 
founding member while 
ITRl was admitted to the 
group recentiy. ITRI is a 
non-profit research and 
development organiza- 
tion, founded In 1973 by 
the Ministry of Economic 
Affairs. 

Based on the agreement, Matsushita will provide techni- 
cal support to ITRI in establishing a verification laboratory. 
Once constructed, the lab will offer verification services to 
companies in Taiwan, which need to have the compatibility 
of their equipment tested before being allowed to call it 
DVD compatible and use the DVD logo. Verification ser- 
vices will include DVD Video player, DVD Video disc, DVD- 
RAM drive and DVD-RAM media. CM 
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[DVD 

I Feature 


quickly discovering that 
by merely spending 
a few hundred dollars 
to add a DVD drive ^ 
and perhaps a better 
sound card and speaker — 
to their PCs, they can enjoy 
a whole new breed of 
desktop entertainment." 


D igital Versatile Disks (DVDs) 
typically hold more than six limes 
the amount of data available on 
CD-ROMs. Demand i.s starling to increase 
dramatically — despite the fact that DVD 
standards tire still in a state of flux. 

Demand for DVD drives presents a huge 
upgrade opportunity for resellers, but to prop- 
erly serve that market, it is important to 
understand the driving force. (The software!) 

Just as the Apple II didn't really take off 
until the arrival of the pioneering Visicalc 
spreadsheet, and many early IBM PC sales 
were driven by demand for Lotus 1-2-3. 
dBase and WordPerfect. DVD is just gaining 
momentum as software titles taking 
advantage of It are appearing. 

Unlike any previous hardware platform, 
however. DVD drives read all existing 
CD-ROM titles, access disks created with 
CD-R drives, play CD music discs — as well 
as the growing number of specially designed 
DVD software titles (including a DVD ver- 
sion of Microsoft Encana) and DVD movies. 

The latter is panicularly appealing as 
DVD movies provide far greater picture 



And users appear to be 
quickly discovering that by 
merely spending a few 
hundred dollars to add a DVD ^ 

drive — and perhaps a better 
sound card and speakers — to their 
PCs. they cun enjoy a whole new breed 


but it hasn't 
reached 


of desktop entertainment. 

Just how big is the market for DVD 
already'? Well, consider the news from Metro- 
Goldwyn-Mayer Inc. in May that the DVD 
release of the latest James Bond movie 
■•Tiimormiv Never Dies” racked up a record- 
breaking pre-.sales order of 170,000 units 
before Its release on May 12. 

While it might be tempting to think that 
most of those disks are going out to people 
with DVD home-entertainment players, a 
recent indu.stry survey suggests otherwise. A 
recent report in EE Times cites a survey by 
U.K. -based Strategy Analytics. It suggests 
sales of DVD drives in personal computers are 
•‘dwarfing” those of stand-alone DVD players. 


And it pre- 
dicts that with the 
arrival of new, lower-cost 
Pentium Il-based consumer PC.s. the DVD 
drive will simply replace the CD-ROM as the 
multimedia player of choice for many PC 
manufacturers. Recent announcements by 
Intel about its backing for DVD — and the 
inclusion of DVD support in the Microsoft 
Windows 98 operating system — would seem 
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matun 


by CeofWheelwri!?hl 



Intel It, keen that DVD 
should not just be about offering users a way 
tu watch movies on their PCs. Instead, it also 
stands to become the “nest generation" audio 
format after the audio CD (which is now 
getting near its fifteenth birthday). 

In February, Intel announced its mem- 
bership in the DVD ■■WG-4 Audio Working 


Group" (the y*flflai^ body trying to set 
DVD audioyttpecificutions) and said that it 
would siippbn the group's proposed DVD 
audio specification as a next step in bringing 
^ . ne W i g eneration consumer-quality audio to 

the PC pintform. 

jjP^ Intel boasted of being the first 

' computer industry representative 

invited to join the predominantly 
consumer electronics forum 
^ I y that has been meeting with 

y music industry represenia- 

y * lives for the last two years. 

The company said it 
supported the proposed 
WG-4 formal as the 
“most cost-effective 
and PC-friendly." 

"We are taking 
an active role in the 
multi-industry efforts 
to help develop new 
copy protection tech- 
nologies lhat serve 
hardware, software 
and consumer elec- 
tronics companies." 
said Dan Russell, 
director of platform 
marketing in Intel'.s 
desktop products group. 
"These elforts will also 
help pave the way for our 
OEMs to implement these 
new technologies quickly 
and cost-effectively." 

The Audio Working 
Group is a committee of the 
DVD Forum composed of more 
than 30 top consumer electronics 
and music industry representatives to 
create the specifications for the recording 
industry's next-generation audio format 
utilizing DVD. 

"Support of the WG-4 specification is 
consistent with Intel'.s position to drive audio 
to the next level of convergence, bringing 
high-quality digital audio to consumer 
electronic devices," explained Russ 
Hampsten, Intel's audio marketing manager. 
"The power of Intel'.s processors will allow 
us to take advantage of this emerging tech- 
nology, making ihe PC a port of choice for 
DVD audio playback. We have geared our 
activities toward making this a cost-effective 
reality for our cu.siomers and ullimaiely 

One interesting wrinkle in all this is the 


notebook computer market, where Toshiba 
ha.s led the charge by shipping a DVD drive 
on its high-end Tecra notebook (which will 
cost in excess of $9,000). This makes it 
possible to watch movies on a notebook com- 
puter while travelling and creates a com- 
pelling reason for the well-heeled, often-trav- 
eled executive to move to a DVD-based note- 
book. 

Despite all this support, the future of 
DVD is hard lo predict — particularly when 
you look at siandard.s that will allow 
customers to create their own DVD disks. 
Several competing technologies are already 
vying for accepiance in this area — including 
DVD-R and DVD-RAM, 

In terms of DVD for mass storage or as 
a back-up medium, options that can be 
bought today are limited in .scope and 
availability. Much of the action on this front 
is taking place in Japan. According to Japan's 
Nihon Keizoi Shimbim newspaper, 
Maisu.shita Electric Industrial Co. and 
Hilachi Lid. began selling DVD-RAM (DVD 
random-acces.s memory) drives in April — 
even though six other major electronics firms, 
led by Sony Corp.. Hewlett-Packard Co. 
and Philips Electronics NV intend to 
commercialize a rival format: DVD-rewrite- 
able. in the fall. 

Hewlett-Packard is reportedly ready to 
Stan .selling DVE)-rewriteable drives provid- 
ed by Sony on an OEM basis this fall. The 
newspaper suggests Mitsubi.shi Chemical 
Corp. in July plan.s to bring on-slream a 
Singapore factory capable of making 200, (XX) 
disks a month for supply lo Hewlett-Packard, 
ii also reports that Sony plan.s its own 
marketing campaign for drives based on the 
format later this year. 

Simple "DVD-upgrade" kits like the 
ones sold by Creative Labs are likely to enjoy 
considerable success this year as consumers 
increasingly yearn to play DVD movies and 
use DVD-based versions of popular software, 
(in the same way thal CD-based software 
grew the demand for CD-ROM drives in the 
earlier pari of this decade). In addition, 
consumers will increasingly expect new PCs 
to offer {at least as an option) DVD drives. 
And that expectation is likely to be as strong 
for systems assembled by the channel as it is 
for "ready-built” machines from tier one PC 
makers. The channel would be wise to be 
ready for tliis demand. ID* 

Geof Whealwrighl is a Vancouver-hased 
journalisl. 
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can make or break a business. 


Ghosts in the machine. Spooks in the hard drive. We're all worried about 
things that cun go wrong with our computers — and those we sell and ser- 
vice for our customers. 

But the real problem, it seems, is not in the computers themselves, but 
with the people who use them. 

There's no doubt that computer security is big business. The arrival 
of the Information Age means that increasing amounts of critical business 
information gets stored in computer systems. Without adequate security, 
( that data is vulnerable to attack by any number of human enemies. 

Disgruntled employees, outside hackers, corporate spies, fraud artists — 
they're all out there, and they may be after what you have. 

Surprisingly, though, most oiganizaiions still have a long way to go on 
.. . the road to Total Security. IBM security guru Kathy Kincaid points out that 

. although 86 per cent of companies in a recent survey use firewalls, only 85 

per cent have deployed anti- virus software, and just 74 per cent use authen- 
tication. Only 63 per cent of those surveyed use encryption, and fewer than 
50 per cent have intiusion detection. That means that human intruders can 
— and probably will — find a way to that mission-critical data. 

"Computer security is definitely becoming a big issue among busi- 
ness executives." says Barry Lewis, a partner in Toronto-based security 
consultants Cerberus Information Consulting and co-author of "Compiner 
Seciiriryfor Dummies" ilDO Books). "The Iniemel, electronic commerce, 
and networking have alt had a hand in bringing security issues to senior 
executives' aiicnlion." That visibility, says Lewis, is Imully gelling securi- 
ty issues into the back office, where they belong. 

"Security is still a bottom-end and low-budget concern for most busi- 
nesses." he says. "Senior executives may read about the latest and greatest 
in security tools — what I call management by magazine — they know e-commerce isn't going 
to happen overnight. They want to look at what the real security issues are, and how much 
they'll cost," 

Ben Kayfeiz, pre.sident of Toronto-based Security Solutions of Canada Inc., knows about 
the costs of .security. His company, founded in 1991. supplies computer security solutions to 
an impressive list of clients, including schools, law firms and computer stores. Kayfeiz says 
that his customers need to be absolutely confident that their hardware will stay where it's sup- 
po.sed to. To accomplish this end. Kayfetz sells and installs a variety of security devices — 
locking plates and cables for desktop systems, keylocks and cables for notebooks, even 
motion .sensors. "Every year, companies and schools buy new computers," says Kayfetz, "so 
they call us to secure their new systems. Because the per-seat cost of installed hardware secu- 
rity works out to about S30 per unit, it makes sense for them to have this kind of installation 
done. And the old units have increased value tor resale because they come with a bonus — a 
built-in security device." 


Security will Grew in Importance 

|NB) — Major chartflas lie ahead in the 
security management market, ranging 
from increased spending and more 
company mergers to the appearance of 
the new entity of 'database and middle- 
ware viruses,' an analyst from the 
Hjrwrtz Group asserted. 

“Security vendors will merge and part- 
ner to form more comprehensive solu- 
tions,' predicted Steven Foote, vice- 
president of research strategy for the 
Hufwitz Group. 

Foote predicted that later this year, new 
industry standards will emerge sur- 
rounding audit trail formats, authentica- 
tion and authorization. Over the next few 
years, 'centralized auditing will become 
a primary requirement' according to 
the analyst. 

Electronic business will emerge as the 
single largest driver for the security 
management market and spending will 
also be spurred by increasing numbers 
of security-related liability suits, the 
journalists in Cambridge were told. 
'Communication security'’ will become 
a hot market as well as an 'anabler for 
more e-commerce," said Foote. 'Sales 
cycles will shorten. Prices will fall 
through 1999, and rebound with market 
consolidation Into 2000," he remarked. 
Sales of security management products 
will also soar after the year 2000, 
Hurwilz suggested. Right now, corpo- 
rate IT (Information technology) budgets 
tend to be divided roughly in thirds 
between 'general, e-commerce, and 
Year 2000.' But after the millenium 
comes to pass, security management 
will take the place presentiy held by the 
Year 2000 in ff spending. 

Foote presented a matrix that divides 
the security market into five segments: 
network integrity; system integrity: user 
intagrrty; application integrity; and 
encryption. 

Some of the more highly developed 
markets today are tor products like 
firewalls, virus prevention, application 
access control, intrusion detection, 
and communication security. Some up- 
and-comers include encryption, risk 
assessment, user authentication, 
authorization at the application level 
and auditing. 
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Physical security is only pan of the solution, though, says 
Kayfelz. 

What matters most is the attitude of those using the devices. 
“Most schools, for example, put their computers in storage for the 
summer," he says, "When they take them out into classrooms again in 
the fall, they often fail to reconnect the security lockup.s. The real secu- 
rity issues here are training and employee attitude.” 

“There are a number of effective security tools available right 
now," says Cerberus' Lewis. "SET has been used by VISA and 
Mastercard for some years, and SSL is used by most software compa- 
nies selling on the Web. Technically, the level of security that's 
available to us is remarkable — what's missing is the level of comfort 
with the technology that will allow more busine.sses to u.se it.” 

And that, of course, is where the going gei.s tough — and the 
tough get going. First of all, security technologies offer a bewildering 
anay of terms, standards, and acronyms. Encryption, authentication, 
and certification compete in the listener’s brain with firewalls, IKE 
(Internet Key Exchange), and PKI (Public Key Infrastructure). It's 
easy to gel lost — and getting lost means being vulnerable to infiltra- 
tion and data loss. 

“People want to be told of easy solutions to their security issues,” 
says Kevin Ford, of ComputerActive Inc., a Nepean. Onl. -based firm 
that specializes in offering specialized security-focused expertise to its 
clients. "Unfortunately, there aren’t any. Everyone’s using WANs and 
the Web these days, many companies are extending their internal net- 
works to home workers.” 

"The bottom line is that wealth in our economy today is in intel- 
lectual property. Information is more important than ever before — 
that's where the bucks are being made, and that's what’s more exposed 
than ever before." 

The solution, says Ford, is a 
holistic approach to issues of 
security, 

He likens a business imple- 
menting security issues to some- 
one guarding access to a castle. 

The castle may have a moat 
around it, and a high wall enclos- 
ing the ca.sile’s rooms. The ca.stle 
can be closed up entirely, if its 
owner wishes, .so there are no 
exterior gates and no back doors 
— but then there’s no place to 
throw the garbage at the end of 
the day. More important, the ca.s- 
tle’s owner then has no contact or 
commerce with the world out- 
side. A gate — albeit with 
restricted access — becomes a 
necessity if the castle is to be 
viable. That gate is analogous to a computer system's firewall. 
Individuals coming into the castle are identified, given passes, and 
allowed access to the castle’s many room.s. However, they are not 
escorted in their travels through the castle, so they can go room by 
room to rob, plunder, and pillage. Those living and working within 
the castle need to put locks on their individual doors to protect their 
possessions- The locks and their matching keys — in the computer 
world — equate to encryption tools. 

Rrewalls ensure that only authorized personnel are able to gain 
access to internal data. Encryption tools involve a sequence of scram- 
bling. signing, and file integrity procedures that enable individuals and 


organizations to send files and 
documents electronically to 
colleagues, strategic partners, 
and others. Virtual Private 
Networks (VPNs) involve 
secure network connections 
established over a public net- 
work — such as the Internet — 
that can link two private nodes. 

The end result is secure, fast, 
legally verifiable com- 
merce done digitally. 

One of the tools 
advocated by Ford 
and his colleagues 
at ComputerActive 
is Entrust, a set of 
technologies devel- 
oped by Northern 
Telecom, among 
them Enirusl/Express 
(for secure e-mail), the 
Entrusi-Ready Net.scape 
Solution (which enables 
security to SSL. MIME, and 
Java forms signing), and 
the Entrust 4.0 Public Key 
Infrastructure. 

“Without the kind of 
lechnologie.s implemented by 

Entrust.” says Ford, "e-business is just impossible. But 
when the right kind of education is followed by imple- 
mentation of those tools, you can’t stop what’s going to 
happen — we’re approaching a single sign-on model, 
worldwide." (W 


Alan Thnails is a Toronto-based journalist who special- 
izes in high-technology reporting. He can be reached at 
nomad® praxcamm.com. 
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At this year’s show, 

you never know what you might pick up. 

How 'bout some really good vibrations? Like a few small marketing tips that 
can make you big bucks. Tempted? Then get ready to rock, and roll in the dough. At Meriseiling’98, 
the new money-making version of Softeach. 

Go ahead, make your selection — Merisel Services, Individual Manufacturer Seminars, Remote/Mobile User, 
OEM, or Small Business Focus Rooms. 

Whatever your area, this show promises to be an enriching experience. 

Register early, and you qualify to win great prizes from Ford, American Express, ' 

North American Logistic Services and Roots. 

This year, instead of a few T-shirts, some pens and a mug (don't worry, you’ll get those too), pick up 
something you can really use. Unique product news, marketing ideas and selling tips you can take to the bank. 


For more information on the Meriselling '98 show, call 1-877-MERISEL, or 
visit our web site at www.meriselling.com to register. 



Check out the following dates: 


Vancouver 
September 22 
Vancouver Trade 
& Convention Centre 


Calgary 
September 1 6 


Toronto 
August 14 & 15 

Metro Toronto Convention Centre 


Montreal 
October 14 

Montreal Bonaventure Hilton 


Halifax 
October 5 

Westin Nova Scotian 


RiS^ News 




t' 


ROOTS 




war rages 
ia CAD/CAM 


by Penit Weinberg 


W hen it comes to Unix or Windows 
NT In the CAD/CAM market; 
“You have bigots from both 
sides.” .says Morly Smolash, sales manager 
for the Canadian and northeast U.S. market 
at the Montreal-based L & H Consulting Inc. 

The debate can get downright heated 
among VARs specializing in computer aided 
design and manufacturing solutions. It also 
causes some anxiety among consultants and 
systems experts whose entire careers revolve 
around Unix. "People on the outside have a 
hard time understanding how emotional this 
is." .says Smolash. 

He leans towards Unix, but he is realis- 
tic to acknowledge the growing popularity in 
the corporate market for Microsoft NT 
workstations and solutions. "It is ironic that 
Unix after so many years of false starts ha.s 
become a robtisi platform." But now, it's 
contending with NT competition. 

But rather than tight it, some tradition- 
al Unix CAD/CAM resellers like L&H have 
embraced the doctrine of Unix and NT co- 
existing in the same organization, much like 
the two superpowers agreeing to patch up 
their differences after the Cold War. "We are 
not a holdout," says Smolash. Nevertheless, 
he is confident of Unix's staying power. 
"Unix won't go away; it has loo much 
momentum with a large installed base of 


t this year’s show, you never know 
what you might drum up. 


This year, there’s a whole new beat. A few small marketing tips that could roll into big bucks for you. 
Interested? Then get ready to rock. At Meriselling ‘98, the new money-making version of Softeach. 
Come on down and make your selection — Large Business, TechTalk, New Partners, OEM. 
Software Licensing or Mac Focus Area. 

Register early, and you could quality for prizes from Ford, American Express, North American 
Logistic Services. Whatever your beat, this show's sure to be an enriching experience. 

This year, get your yah-yahs out. Instead of a few t-shirts, some pens and a mug (relax, you’ll get 
those coo), pick up something you can really use. Unique product news, marketing ideas and selling 
tips you can take to the bank. 

For more information on the Meriselling ‘98 show, call l-877-MERISEL, or visit our web site at 
www.meriselling.com to register. 
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Ditek launches 
DynaCADD 98 

Richmond Hill, Ont.-based Ditek Software 
Corp. has launched its DynaCADD 98 2D/3D 
drafting, design, rendering, and modelling 
software, along with its companion — 
DynaCADD 98/2D. 

The product adds support for DWG R14 for- 
mats, 76-bft raster images, paper-space enti- 
tles, and large-format digitizers, and the abili- 
ty to open multiple documents simultaneously. 

The product is priced at S89S. 
"DynaCADD 98 raises the bar that other CAD 
developers must aim for,” said Dave 
Mountain, president of Ditek, in a statement. 

DynaCADD 98/2D targets customers who 
currently do not need the 3D and rendering 
capabilities of DynaCADD 98, and is priced 
at $199. 

In other news, Ditek says six third-party 
software developers are joining its developer 
program, and are embedding 
DynaCADD technology in 
their applications. They are: 

The Conac Group of Rich- 
mond, B.C., in the construc- 
hon, design and engineering 
industry with its project 
estimation software: 3D 
Construction Company of 
Elizabethton, Tenn., which 
specializes in 3D modelling 
of 2D photographs: GRAI of 
Nepean, Dnt, in high reso- 
lution digital imagery for byraCAODPB 
aeronautics, mining, civil 
engineering, robotics, medicine and crime 
scene investigations: PlanFX of Guelph, Dnt. 
and Niagara Falls, N.Y.. in the building mea- 
surements industry; cADD-DNs of Palm 
Coast Flor., with its ACE symbol library for 
the architectural, electronic and structural 
market cADD-OPTlONs, a subsidiary of 
cAOD-ONs. and. Canvas Link of West- 
borough, Mass., known for its software 
designed for streamlining shop operations in 
the industrial fabric market will also be selling 
DynaCADD. EIW 


Toronio-based International Data Corp. (Canada) 
does indicate that the Unix workstation market is still 
three times the size of its NT counterpart. Alan Freedman, 
the agency's research manager for systems and worksta- 
iers of CADVCAM solutions in 
to abandon their heavy invest- 
ment in Unix workstations, 
still handy for sophisticated, 
compute-heavy applications. 
But he nevertheless points to 
some erosion faced by this 
high-end OS. Canadian rev- 
enues for Unix workstations 
hovered at about $300-million 
in 1997, compared to $317- 
million in the previous year. 
Contrast that with NT, which 
jumped from $57-million in 
199610 $90-million in 1997. 

CAD/CAM software 
vendors, traditionally Unix- 
oriented. have come out with 
products native to NT. Among 
the latest is the France-based 
Dassault Systemes. the devel- 
oper of Catia, which is distrib- 
uted worldwide by IBM 
through a network of resellers, 
including L&H. 

Other resellers like Con- 
ceptual Technologies have 
gone further and jumped ship. 


V i x'_% ©: • ofe q 
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The Richmond Hill, Ont.- 
based company was a Unix 
VAR until three years ago. 
But it has since become exclu- 
sively an NT shop after going 
through a transition period 
when it was offering both 
operating systems. 

Why the dramatic move? 
Conceptual’s vice-president 
of operations, Philip Malcove, 
says that his largely auto-sec- 
tor clients, including both 
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"NT's main attraction for corporate 
users is it allows for the seamless 
integration between CAD/CAM 
solutions in the production process, 
and the data files contained in 
non-production app/ications in the 
organization such as word 
processing, accounting and 
spreadsheets." 

manufacturers and parts suppliers, have developed a pref- 
erence for Intel-based PCs as those computers become 
more powerful, easier to use and more affordable. 

But it has also meant not as much consulting in some 
situations. Conceptual has, for instance, reduced its work- 
force from nearly 40 to 12 employees. In its heyday, says 
the vice-president: “Unix was a lucrative business.” 

NT’s main attraction for corporate users, says 
Malcove, is it allows for seamless integration between 
CAD/CAM solutions in the production process, and the 
data Dies contained in non-production applications in the 
organization — such as word processing, accounting and 
spreadsheels. “With Unix, that can’t be done," Malcove 
says simply. 

But NT’s weak points — like its clustering solu- 
tions, which are relatively recent compared to Unix — 
are seized upon by Brian McGregor, an ardent Unix fan 
and president of Mississauga. Ont.-ba.sed Helios Systems 
Inc. "NT is poor in multitasking for running a computer 
[for office applications] and running CAD.” 

However, Jack Conaway, senior consultant in 
mechanical engineering solutions for Framingham. 
Mass.-based International Data Corp.. counters that these 
technical debates will be irrelevant a.s NT workstations and 
solutions evolve upward. By then, “the performance of NT 
will handle most people's needs.” he states. His prognosis 
is that "NT will overcome Unix over the long run." NT’s 
popularity, he adds, is being driven by the large manufac- 
turers. which prefer a single operating system for the entire 
enterprise and “don't like the cost of integrating the two 
[NT and Unix)." 

CAD/CAM solutions have become ubiquitous across 



AuloTag 


many industries including die auto, elec- 
tronic and aerospace sectors, which have 
been the early adopters. Software ven- 
dors have tried to cover all bases in 
CAD/CAM, an all-encompassing term 
that includes mechanical design, manu- 
facturing. stress analysis (also known as 
CAE or computer-assisted engineering) 
and product data management. In addi- 
tion. IBM's Austin-based MCAD manager Bill Fleming 
estimates that at least two-thirds of all industrial design 
involves 3D solid modelling, as it has become more 
affordabie for even the .smaller manufacturer. 

IDC Canada reports that Parametric Technology 
Corp. leads the pack in CAD/CAM solutions with 30 per 
cent of the market, compared to 20 per cent for Autodesk 
and six per cent for Intergraph. Of the three, Parametic, 
the developer of Pro/Engineer, is a bigger player in 
mechanical design, while Autodesk and Integraph have a 
larger presence in architecture and engineering, also 
important areas for CAD. Up to recently, Autodesk’s 
approximately 3.300 VARs worldwide were apparently 
the most conspicuous CAD/CAM resellers. 

The role of the highly specialized VARs, the main 
channel for reaching the end-user, is rapidly changing, 
says Fleming. He envisions these CAD/CAM resellers 
providing more just than training, support and mainte- 
nance for their clientele. “VARs are becoming systems 
integrators and solution providers." 

L & H. for instance, has followed this route by com- 
ing out with a data management software tool that works 
with Dassault’s Catia. 



IDC's Conaway says product data management has 
become increasingly important as much of the industrial 
design and manufacturing is conducted collaboratively in 
many organizations in separate geographic locations 
across the continent and the world. Furthermore, he notes, 
this complements the business process engineering occur- 
ring in many organizations. Included with data manage- 
ment are workflow elements that help management ad- 
ministrate the flow of activity behind each design and 
engineering project. 

Still to come is virtual product manufacturing, an 
area that auto manufacturer Chrysler has gone some dis- 
tance to inve,stigate, adds Fleming. In what has come to be 


known aj 
the new < 


is customization, 
is designed on the 


PC to the customer’s specifi- 
cations out of a range of 
model choices. 

But the matter of how this 
would logistically work is still 
a major issue, says the IBM 
spokesperson. For most con- 
sumers, says Fleming: "It is 
still easier to deal with the auto 
dealer three feet away, tc*' 

Paul Weinberg is a Toronto- 
based journalist who special- 
izes in high-technology re- 
porting. He can be reached at 
pweinbg@interlog.com. 


AutoTag has 
drawing info 

PowerLISP Solutions recently released 
AutoTag v9.0, an ObjectARX application for 
AutoCAD Release 14. The software main- 
tains up-to-date Information about a drawing 
and displays it in a drawing tag, including 
data on a drawing's editor, the project/job 
number, drawing name, sheet size, plot 
scale, and time and date. 

The program supports multiple tags and 
positions, scale factors, and rotation 
angles. And according to the company, 
AutoTag’s Import and Export options simpli- 
fy installation and maintain consistent set- 
tings company-wide. A Password feature 
lets system administrators ensure settings 
remain uniform. 

AutoTag costs USS13S for a basic licence 
and USS25 for each subsequent licence, but 
volume discounts are available. A trial ver- 
sion is available for download at htlp://www. 
powerlisp.com/arxpages/autotag.htnt. n* 


‘Get yer 
yay, yah's 
out/ 


For more information on the Meriselling ‘98 show, 
call toll free 1-877-MERlSEL, or visit our web site at 
www.meriselling.com to register. 
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WORTHWHILE CPUaLTER NATIVES 



Last month, we looked al Inici’s new Celeron 
processor (originally code-namcd Covington), a 
dumbed-down version of the Pentium 11. aimed at 
the low-cost market. 

We were less than impressed, since by leaving 
out the Pentium H’s Level 2 cache, the 266MHz 
I Celeron ’s performance suffers, in some cases testing 
out even slower than last generation’s plain Pentium. 
And Celeron uses the Slot I design as a real Pentium 
II, leading manufacturers to drop support for the 
Pentium-era Socket 7 design, which is effectively a 
shot at Intel’s competitors at the same time. 

Intel’s new offerings for high and tnid-range machines were more 
impressive. These fit in with tlie company’s new strategy of having sep- 
arate product lines for high, medium and low-end systems rather than 
simply selling older and older models for lower and lower prices. 

At the top end, Itxik for yet another made-up name: Xeon. While 
it sounds like a cartoon Amazon warrior, Xeon is a processor aiming 
at the growing network server market. Like the Pentium H (and 
Celeron), it ships in a cartridge, but unlike the other two product 
lines, it doesn’t fit into a Slot 1 standard motherboard. Instead, Xeon 
requires a new. oversized Slot 2 design. These new motherboards 
will all run at l(X)MHz, speeding up the whole system. As well, 
unlike the Pentium IIs, Xeon is optimized for multi-processor 
designs. Expect to see server models with up to eight processors, 
compared to a maximum of two for Pentium 11 designs. 

In addition. Xeon proce-ssors. running at 4(X) and 450MHz. include 
a beefier Level 2 cache chan standard Pentium 11s, as much as 2MB, and 
allows the processor to access the cache at full speed, rather than half- 
speed as with the Pentium II design. All the.se changes result in a much 
more powerful system, but count on Intel to price Xeon accordingly 
(over US$2,000 each in bulk). 

While the server market is growing, these high-end machines 
represent a small (though profitable) market segment. The bulk of 
the market is split between low-end and mid-range computers. Intel 
also upped the ante for the mid-range, with its ramped-up Pentium 
IIs. While the speed increase to 350 and 400MHz. may seem only a 
modest improvement over the previous 333MHz speed champs, this 
was accompanied with a new motherboard chipset, the 440BX, 
allowing motherbourds to run ut iOOMHz. up from 66MHz. 

Speeding up the motherboard increases the speed at which the CPU 
can communicate with RAM, and could result in noticeable performance 
increases. There are. inevitably, a couple of ihings to noie, however. 

Despite the promise that the speedier system bus. combined 
with faster processor, will speed up overall system performance, ini- 
tial testing results are less impressive. When 350 and 400MHz CPUs 
on systems with IOOMHz buses were tested against 33MHz CPUs on 
66MHz systems, the newer, faster systems offered only relatively 
modest improvements when running standard business productivity 
software. The faster .sy.stems shone compared to the older models 
when run as network servers, however, especially as the number of 
clients accessing the network increased. 

The newer IOOMHz bases require faster memory than the older 
systems. And cuneiidy. these faster SDRAM strips are considerably 
more expensive than the more standard units. Installing 66MHz 
SDRAM onto a faster machine will noi only slow the system down, but 
It may produce random (and hard to diagnose) system eirors and halts. 


At worst, it can prevent a system from booting. The moral — make sure 
your fast .system includes memory designed for ii. If you want the fastest 
system, you're going to have to be prepared to pay for it. 

Intel’s competition, however, is not simply silling back and letting 
Intel define the market-place. In the past, this compeiitoni tended to limit 
themselves to releasing lower-priced clones of Intel’s last generation. 
Now, however, they are starting to take the initiaive on several fronLs. 

The Chokes 

The three alternatives, Advanced Micro Designs (AMD). Centaur 
(Integrated Design Technologies) and Cyrix have united to, for the first 
time, propose a set of new processor coinniands. The 3D-Now instruc- 
tion set aims to enhance graphic and multimedia performance, if 
programmers write code that makes use of the new instniciions. 3D- 
Now will be supported by Microsoft’s upcoming Direci-X 6.0, due later 
this summer, but will not be compatible with Intel’s MMX-2. 

But with MMX-2 not due until next year, the non-Iinel companies 
are hoping for a window of opportunity to become an established, and 
supported alternative standard. 

The first released product featuring 3D-Now is AMD’s 333 and 
35()MHz K6-2 processors. While continuing to udlize the Pentium-style 
Socket 7, these CPUs will be able to i\in in motherboards with IOOMHz 
system buses, allowing systems to be designed offering high-end P-II 
performance at lower prices. 

The original K6 processor was well-received — expect to see a 
wide range of K6-2 models, if the company can successfully overcome 
production problems that limited output throughout 1997, 


PowerPC 



While we're on the subject of competition, it may be worthwhile to 
step back from the PC-environment entirely, and take a look at the 
PowerPC. 

You’ve probably seen the TV ads where Apple suggests that the 
chips In its G3 Macs are "up to twice as fast" as Intel Pentium IIs 
running at the .same .speed. 

Apple is basing its claim on a series 
of tests done by Byte Magazine, 
using die ByteMarks benchmark 
tests. These tesLs do .suggest that 
in integer operations, the G3 
PowerPC does surpass the 
Pentium II. Floating-point oper- 
ations are also foster, though not 
by as wide a margin. But i&sts 
comparing real-world systems 
are less conclusive. MacAiIdicl 
Magazine, forexample. wa.s surprised to 
report that on some Adobe PholoShop opera- 
tions, the Pentium II machine out-tested its G3 Mac counterpart. 

Despite this ambiguity, Apple's products are an increasingly viable 
alternative to Intel-powered iron, and as they increasingly support PC- 
originaled hardware standards, such as EIDE drives. PCI bus cards, and 
now Universal Serial Bus, the markel for Mac add-on products is 
becoming more competitive, and potentially profitable, tw 


Alan Zi.tman is a computer journalist and teaclun: living in Vancouver, 
He can be reached al azisman<Srogers.wave.ca. 
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As u reseller, ut some point you arc going to be negotiating with a 
landlord. By having a better understanding of the dynamics of the 
proces.s, you are going to get a better deal. 

In most situations the tenant does not negotiate directly with the land- 
lord. Normally a landlord hires staff or a sales agent in the form of a real- 
tor or property management company to advertise and negotiate the rental 
of the business premises. Landlords and sales agents tend to be sophisti- 
cated in terms of the negotiating process as well as effective sales tech- 
niques. Therefore, the small business owner is often at a disadvantage. 

When you are negotiating u lease, there are various strategies and 
tactics to consider. As in any negotiation, it is important to understand 
the needs of the other side. The sales agent’s motivations include earn- 
ing a commi.ssion and satisfying the landlord so that ongoing business 
can be obtained. As the sales agent is acting for and on behalf of the 
landlord, it is therefore prudent not to disclose lo the sales agent any 
information that could impair your negotiating position. Being overly 
enthusiastic about the location may reduce your negotiating stance. In 
other words, try to keep the sales agent guessing as to whether or not 
you are planning to select that location. 

Understanding the Landlord's Needs 

There are several needs the landlord could have that would provide incen- 
tive for a deal to be made along the lines that you ore proposing. 

* The landlord wants occupancy tu attract tenants. The more 
tenants in the building, the easier it will be for the landlord lo attract 
other tenants into the building. It implies stability and traffic flow, and 
these are important factors to any tenant as well as the landlord. If a 
location is newly opened or soon to be open, that should provide you 
with better negotiating leverage in terms of being one of the first 
tenants to sign up for (he building. 

• The landlord needs cash flow to debt service the bank loan. 

A landlord has to account to the bank in terms of 
generating the ca.sh How to pay the mortgage. The 
more unrented space in the premises, the less cash 
flow and therefore the more pressure the landlord 
is under from the bank. The landlord may be 
motivated to rent the space and therefore may be 
more flexible in negotiating the lea.se. It may lake 
the immediate cash flow pressure off the landlord, 
even though there is a risk that the tenant may not 
be around a year later. 

• Full occupancy enhances Ihe sellin)! price 
of the building. If the landlord intends to sell the 
building, a prospective buyer would find it far more 
attractive and Ihe selling price would be accordingly 
higher if the tenancy of the building is at full occu- 
pancy. In other words, there is a direct financial ben- 
efit to the landlord to be flexible in negotiations with 
the prospective tenant if it helps fill up the building. 

• Tenants make it easier for the landlord to 
acces.s hank financing, if the landlord wishes to 
borrow money to invest in other buildings or for 


other business 

lend money to the landlord based 
amount of cash flow being genera 
the tenants in the 
this may provide incentive 
on the landlord’s part. 

It is helpful when 
understand the context in 
landlord is operating. In many 
you are doing the landlord a 
becoming a tenant, not the 
around. This philosophical and negotiai- 
ing viewpoint will help to balance an 
otherwise one-sided lease arrangement. 


Important Steps in 
Negotiating a Lease 

Thoroughly understand leasing terms 
and concepts. Speak lo your accountant 
and lawyer for clarificalion of your 
questions or concerns. 

• Determine your overall criteria regarding the ideal location, the 
amount of money you are prepared to spend, and other factors. 

• Thoroughly research potential locations and short-list them lo 
three locations, if at all pos.sible. Any one of these locations should be 
acceptable to you. Prepare a list of your questions and concerns, lo he 
answered by the landlord or his representative. 

• Obtain all documents required to assess the three locations. 
This includes a copy of the lease, building plans if the building is 
being constructed, and other information that your lawyer or accoun- 
tant may request of you. 

• Decide on your negotiating position regarding lerms after your 
consultation with your professional advisors. 

• Decide whether you are going to do the negotiating or have your 
lawyer do the negotiating on your behalf. If it appears tactically advan- 
tageous for you to do the negotiating, then make sure your game plan 
is well thought out in advance, if you involve your lawyer, it is com- 
mon for the other side to involve its lawyer in the negotiating stage, 
especially in the ca.se of negotiating legal terms in the agreement. 

If the landlord does not accept the offer, or if a counter-offer is made 
to you and you ore not in agreement with it, then try the next location on 
your priority lisl. This approach will eventually get you the location and 
lease lerms that you want. Do not hesitate to use your accountant and 
lawyer to assist with lease negotiations. This money will be well spent, 
and give you the peace of mind of knowing that your decision is based on 
expert advice that will limit your personal exposure and risk, ct* 


Douglas Gray, LLB.. formerly a praclistiig lawyer. Is a \imcou\ er-lMi.seiJ 
con.uilla>il. speaker and author of 16 best-selling business hooks, iiu liid- 
ing The Complete Canadian Small Business Guide IMcCmw-Hill 
Ryer.\on) and Start and Run a Profitable Bitsiness Using Your Computer 
ISelf-Counsel Press], 
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a Ai a recent e-commerce semi- 
nar in Toronto, a representative 
from Bell Canada displayed 
some enticing statistics on the 
current stale of e-commerce, 
and its projected growth over 
the next few years. 

Bell cites the successes of companies 
like Dell, which Bell says Ls doing S4 million 
worth of business every day on the Inleniet — 
a whopping 30 per cent of its total revenue. 
Indeed, Anderson Consulting says the number 
of people using the Web is doubling every 100 
days. There are already more than 50 million 
Internet users in ihe U.S. — a massive market 
segment developed in only five years. 
Compare this with the 38 years it took radio to 
reach SO million users from 1922 to I960, or 
the 25 years between 1920 and 1945 it took 
the telephone to reach 50-million mark. 

With half of Canadian households 
already equipped with a PC and modem, 
we're ahead of the U.S. in Interact usage, 
where 2 1 per cent of adults use the Internet. 

The Billion-Dollar Balloon 

Cisco, International Data Corp. (IDC), 
Forrester Research and the U.S. Dept, of 
Commerce all agree that projected Internet e- 
commerce growth is expected to balloon 
from its l.I billion point in 1996 to about 
$300 billion by 2002. In fact, Forrester 
Research sees sales climbing as high as $327 
billion by 2002 as people gain comfort and 
expertise in exchanging money, goods, services 
and information in the new e-Economy. 

However, this lucrative landscape is 
fraught with perils, too. Consider the case of 
Her Networking & Computing, which was 
forced to halt mail order sales alter it lost over 
US$28,000 from people ordering computer 
equipment with stolen credit cards. The 


company says all of this happened between 
the first incident in 1997, and one month later 
when it implemenied an Address Verification 
System. Her says it struggled for almost a 
year carrying this debt, and was forced to pay 
the full amount out of pocket. 

One Per Cent Margin 

And if you think the retail or wholesale busi- 
ness is tough, wait until you see the razor-thin 
margins offered by some of the purveyors of 
Web goods. Her, for example, boasted the 
lowest-cost items on the Internet, with only a 
one per cent markup. These kind of ■'virtual 
wholesalers” make the Web a tough place to 
compete, whether you are a multinational cor- 
poration or home-based company. 

Nevertheless. Bell Canada says it 
believes that as the e-Economy grows and the 
industrial economy declines, the e-Economy 
will become the dominant component of our 
gross national product. Certainly, there arc 
areas where the improvements in business 
efficiency are compelling. Consider, for 
example, the $150 cost of a full-service bro- 
kerage transaction (trade). Even the discoun- 
ters offering u-ades at rates as low as $69 
can't hold a candle to the $10 price of an e- 
Trade transaction on-line. 

Revelling in Bargain-Land 

Bell says the initial hesitance of consumers 
fearful of security issues is fading as “shop- 
ping newbies" hear about the positive experi- 
ences of others. Couple this with an increas- 
ingly cooperative regulatory environment, an 
expanding technology infrastructure in terms 
of bandwidth and processing power, and it 
adds up to a compelling business value, with 
on-line price/performancc roughly following 
Moore’s Law, as it doubles every 1 8 months. 

E-commerce offers the potential for 



Years to Technology 

Adoption (to so million U.S. users) 


Telephone 25 years 1920-1945 

Radio 38 years 1922-1960 

TV 13 years 1951-1964 

Cable 10 years 1976-1986 

Web 5 years 1993-1998 


revenue enhancement, cost reduction and 
expansion in terms of product, customer base 
and available channels. Just don't forget to 
take off the rose-colored glasses. 

Attracting On-line Shoppers 

Considering advertising on the Web? A little 
research can help your investment pay off. 
According to Starnet International’s Alan 
Poole, the old real estate adage was right; it's 
location, location and location. Various sites 
on the Web, plus magazines and newspaper 
articles, will list high-traffic or top-rated 

To find out how effective your Web site 
or un-Iine advertising is, tracking software is a 
must. Some organizations rely on their own 
programmers and devise a proprietary system. 
However, off-the-shelf solutions are available 
to track "hits,” including a tool called USA 
from MediaHouse. a Windows NT utility 
called MarketWave, a Mac-based program 
called FunnelWeb and a number of others, of 
both commercial and shareware varieties. 
Mo.st are available as "irialware,” and run 
right on your site. And, of course, some ISPs 
provide logs as pan of their service. ICM' 

Graeme Benneu is Webmaster at The 
Computer Paper 's Web site — Canada 's 
largest database of computer information. It's 
at bttp:/MM'w.tcp.ca. 
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- hy Mould Kerr 


You hear it more often than ever these days — some of the biggest companies 
in the industry are turning away from computer trade or consumer shows in 
favor of their own, highly focused events. But that doesn't mean shows are 
disappearing. If anything, show organizers are offering even more marketing 
value to help companies gel a bigger bang for their buck. 

The First and most important item to consider in keeping quality high is 
what is happening at your booth. Make sure you have knowledgeable. Friendly people on the 
show floor at all times. They are the ambassadors of your company. It takes more than just a 
pretty face to hold the interest of a serious buyer. Showcase some real solutions — give atten- 
dees a chance to see how your technology works, and make sure the people giving demo.s 
fully understand what they are talking about. 

When traffic slows down, your staff shouldn’t. If they have an opportunity to lake regu- 
lar breaks, there should be no need to eat or lounge around during booth duty. The key to any 
effective show booth is professionalism, above anything else. Gimmicks and giveaways 
attract a lot of people, but they don't always result in qualified leads. 


We knew that, but... 

The fact Is. most companies realize their booth should be professional and attractive. Yet they Find 
they aren’l getting the most out of shows. The reason? A lack of activities at the booth. 

Almost all shows are coupled with a related conference program, and conference 
organizers always seek informed, quulilied speakers to participate in panel discussions or lead 
seminars. You can be part of this, if you plan early enough. Conference programs book up 
quickly, so include speaking opportunities as part of your annual trade show planning. Find 
out what the conference is focused on. and figure out what you have to offer. Then write a 
letter to the conference organizer, outlining your background and qualifications, as well as a 
proposed speaking topic. If you are comfortable with your subject mutter, and know how to 
deliver an effective presentation, speaking opportunities are a great way to make yourself and 
your company known as industry experts. 

Another way to stretch your show dollar is to take advantage of any media relations 
opportunities. Not all resellers are media-savvy; not all need to be. But if you have a big 
announcement to make — a new product or an important strategic partnership, for example 
— it's a good idea to let the media know about it, and a trade show can be an effective forum. 

Begin by working with the show organizers to find out if they promote the show to the 
media — most do. Talk to your show contact to determine what resources you can leverage. 
If you have purchased space on the exhibit hall floor, you will likely have access to the list of 
media who pre-regisiered for the show. Use that as your starting point. If you fee! as though 
your news is truly earth-shattering, you may want to consider hosting a press briefing during 
the show. But make sure you turn a critical eye on your announcement first. Journalists have 
many demands on their time and if you invite them to a press briefing that contains little 
relevant news, they cither won’t attend or they will show up but won’t write anything — and 
Ihey won’t trust your "news announcements” in the future. 

If you can’t afford to host a customer reception or hospitality suite, be sure to attend 
any social events put on by show management. Most conferences open with a welcoming 
reception and many of your customers, potential customers and business partner will likely 
be there. 

Making the most of a trade show can mean a lot of work, but if you do it right, you will 
find that you can leverage any number of marketing opportunities at a single show. 

Remember: research, plan and always think bigger than the booth. K* 


Mania Kerr is a senior consuliani wiih High Road Communications, a public relations firm 
dial works exclusively with companies in the high-tech sector. She can be reached at 
mkerr® highrd.com. 
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• 1710 Joules for Ultimate Protection. 
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• 3 Stage Surge Protection 
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700 Megapixet Camera: Smaller, Simpler, Cheapei 


services need to be done, when they ri 
to be done and which ones an 
due. Each vehicle's s 



On May 5, Fuji Photo Film Canada announced 
the MX-700 Digital Camera, which Fuji claims is 
"the world's first pockad-sized mega-pixel" 
lover one million pixel image size) high-resolu- 
tion digital camera aimed at both the consumer 
and business market and priced under $1,000. 

Key among the new product's features are: a 
tiny size (fits in a shirt pocketl. light weight 
(under 10 ounces including battery), high resolu- 
tion (1,280 by 1,024 pixels), professional-level 
image clarity and photo contrcl options. 

Also unique is a "selector dial’ which makes 
selecting the camera's operating mode very sim- 
ple. The VlX-700 has a 1/2-inch square pixel CCD, 
autofocus TV-Fujinon macro-capable lens, NTSC 
video output PGS color filters, and a built-in two- 
inch color LCD flat panel which permits real-time 
preview of the camera image, as well as on- 
screen control of camera options and 
playback and modification of stored 

The MX-700 has built-in image 
ccrrection software, and can i 
load images via an included serial 
cable to a PC. The existing product is 
Windows-only a Mac version is con- 
templated for the future. The camera 
comes standard with an intern; 
rechargeable lithium ion battery, and 
external power supply. Among the included 
software is a copy of Adobe PhctoDeluxe 2.0 
Image processing software. The quality of theTV- 
frequency video output is excellent 


The MX-700 comes with e 2MB removable 
flash memory cartridge (up to SMB cartridges 
are currently available, and 16MB and 82MB 
cards, available now in Japan, are expected to 
Pe available in Canada before too longl. With 
2MB of memory, the MX-700 can only store five 
full-color 1,280 by 1,024 images in JPEG format 
or about 22 640 by 480 pixel Images. Fuji recom- 
mends that users consider buying additional 
flash memory units to increase simple storage of 
large numbers of pictures. 

For a peripheral, consider the Fuji 
SmartMedia Floppy Disk Adapter IFO-A1). This Is 
a floppy disk-shaped device with a receptacle 
for taking a memory card. Users simply insertthe 
memory card into the floppy adapter, insert the 
floppy adapter into the floppy drive of a PC, and 
the imeges are downloaded to the 
computer without any need for a 
serial connection. 

I information, contact 
vm.fujifilm.com. 


Seagate Tachnology says the combination of its 1D,000-rpm lJltra2 SCSI Cheetah 9LP drives and Hewlett- 
Packard's Netserver LH 3 and LH 3r servers can deliver transfer rates of up to 6DMB/sec., and up to dou- 
ble the overall performance of older UltreSCSI-based server storage systems. 

According to Eileen O'Brien, at HP's Network Server Division; "The Cheetah 9LP family cl drives pro- 
vides benefits to users thet no odier Ulira2SCSI drives currendy offer. Technological innovation integrat- 
ed Into the Cheetah 9LP enables faster seek times, lower power requirements, and greater . 
tal flexibility than competing drives." 

See http://mm.sB3g8t8.com orhttpj/mm.hp.com. 


Speaker system is for audiophiles 




MidiLand Inc. has announced the 
S2/MrdiLand 4030, a satellite/subwoofer 
speakersystem that claims to deliver the 
finest sound reproduction In Its class. 
With a suggested price of USS189, the 
S2-4030 includes a S.26-inch subwoofer, 
two three-inch satellite speakers, and a 
control module. 

The subwoofer delivers 15-watt RMS, 
with frequency range from 55Hz to 
l80Hz, offering deep bass reproduction. The entire 
system delivers more than 30 watts of power with 
less than 0.10 per cent distortion, making it one of 
the most powerful, high-fidelity speaker systems on 
the market. 

The control module employs 3DSP cirouitry for 
3D sound, and allows adjustment of balance, bass, 
treble, volume, mute and Input select 
See http://mm.midil3nd.com. 


I iRISPen is portable OCR system 

Image Recognition Integrated Systems 
Inc. (IRIS) has announced the latest ver- 
sion of the IRISPen handheld OCR scan- 
ner. It offers a Translator software pack- 
age. which enaples English or other len- 
guages to be scanned into a computet 
and then automatically translated and dis- 
played on the computer screen. 

There are English to Japanese and bi- 
directional French, Spanish, Italian and 
German versions of the Translator soft- 
ware available. 

The Translator software Is aimed at stu- 
dents and business people needing to 
translate foreign languages, and tha small, 
hand-operated format of the IRISPen 
allows It to be used very flexibly and intu- 
itively to scan and translate primed forms, 
peckaging materials, books and maga- 
zines. A barcode-reading software module, 
and lext-to-speech software module are 
also available. Versions of the IRISPen and 
Its various software programs are available 
for both Microsoft Windows and Mac 
operating systems. 

See httpj/wmv.lrislink.com. IM 
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Canada 98 

Canada's #1 Informatinn Technolagv Event for ReseJIers and Corporate Decision Makers. 


for 


One Destination 
Qusiness Solutions. 



We think of it as Canada’s largest and most 
important information technology event. You can 
think of it as a mission-critical business solution — 
one that will make your company more productive, 
profitable and technology-wise. 

■ Canada's bif^esi (?x]iil)iiion of new leclinologies — 
fnnn personal productivih' tools and small business 
and workgroup applications to networking and 
liilemel-cnabled solutions. 

■ Sliowcases on every hoi area of computing — 
e-Conimerce, voice/daia lelepbony, Web inleraclive, 
and the Microsoft Partner Pavilion with the latest 
Windows CE, Windows 98 and Windows NT solutions. 

■ Tlie industry’s most in-depdi technology conference — 
over iOO se.ssions on desktop, Internet and networking 
solutions — plus COMDEX Channel Forum, Seybold 
Seminars Internet Publishing Seminar and Windows NT 
special programs. 

To register or for more information, 
visit COMDEX Online at 

www.comdex.com 

To register by fex, call 781-449-5554, 
enter code SS and have your 
fax number ready — we'll fax your 
registration form within 24 hours. 


July 8-10, 1998 • Metro Toronto Convention Centre • Toronto, Ontario 

«1S98 ZO COMDEX S FORUMS • 300 First Avenue, Needham, MA 0S194-S722 CC9a.2376 3/99 ^FORUMS 



Viasoft adds vice-president 


Phoerix.-basecl Viasott Inc., a provifler of 
business solutions to help companies manage 
and evolve their information technology 
assets, has appointed Robert K. Young, a vet- 
eran of information tecbnology services man- 
agement, to the position of vice-president of 
global servioes. 

His responsibilities include leading 
Vlasofl's professional services organization 
worldwide. Young reports to Kevin M. Hickey, 
president and chief operating officer. 

Prior to joining Viasoft, Young was a pro- 
ject executive with IBM Global Servioes, 
headquartered in Somers, N.Y. At IBM, Young 
led several large internal and external 
engagements tor the company. Before IBM, 
he worked in the project office of Lockheed 
Martin Aerospace, where he managed the 
restructuring of relationships with more than 
110 of the company's subcontractors world- 
wide. to improve the efficiency, durability and 
reliability of the subcontractors’ business 
processes. 



Novell appoints Dennis Raney a 


IS senior vice-president I 

Novell Inc. has appointed Dennis R. Raney as senior vice-president and chief financial | 
officer reporting to Novell chairman and CEO Eric Schmidt. 

Raney is responsible for finance, corporate facilioes and information systems world- 
wide Raney has held CFQ positions at General Magic, California Microwave and most 
recently, QAO Inc. He also spent 23 years at Hewlett-Packard In finance, internaionel 
and real estate assignments. And he served as senior vice-president and CFO at Bristol- 
Myers Squibb Pharmaceutical Group, which had annual revenue of US$7 billion. 

‘There is a tremendous opportunity to align Novell's business with benchmarks for 
financial performance that define value in leading companies across our industry," said 


Pacific president 


(NBI — Dell Computer Corp. has named John J. Legere as the new presidentfor Asia-Pacific Group. 

In his new job, Legere will be responsible for running Dell's operations in tO countries in the 
Asia-Pacific region, including the company's manufacturing and customer service centers in 
Penang, Malaysia and Xiamen, China. 

Legere comes to the company from ATST Solutions, where he was president and managing 
partner of the worldwide outsourcing practice. Prior to that, he was president and chief executive 
officer of AT&Ts Hong Kong-based Asia-Pacific unit. 

Dell said currant president Phillip E. Kelly will leave the company, following e transition period 
to pursue enirepreneuriel opportunities in Asia. 



July 8 — Montreal 
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Cisco Systems Canada and AT&T Canada 
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Contact: IBM 
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Aug-14-15 — Toronto 
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July 28-30 

Selet Force Automtloe Coefareece 

Contact; OCI 


hltp//mwJntefdoc.cB 

htlp./fym/.cm5.c3 

Nov. 9-10 

TtwCtOSwMn 

Toronto 

Call. (613)233-9553 
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IBM names new Asia Pacific head I 

INB) — IBM Asia Pacific, a unit of IBM Corp., I 
has named John R. Joyce as gen- ' 

eral manager. Based in Tokyo, he 
will be responsible for overseeing 
IBM's business operations across 
the region. 

Joyce succeeds Robert C. 
fimpson, who is returning to the 
U.S. The new general manager 
was previously vice-president and 
corporate controller for ISM Corp. 

In 1991, he was appointed 
managing director of finance, plan- 
ning and accounting for IBM Asia Pacific, 
before becoming IBM Japan's senior manag- 
ing director and chief financial officer in 1993. 

In 1994, he became senior managing director 
and chief financial officer for IBM Asia Pacific, 
leaving in late 19SS to take up the same role 
with IBM North America, nn' 



John Joyce 








Visit us at Comdex booA #6200 


OCTOBER 

Ad Closed: SepL 16 
DistiibutlQn; Oct 7 
Feature: Reteilirrg Trends 
Hardware Focus: Sound Technologies 
Software Focus: Intranets 


AUGUST 

Ad Closed: July 15 

Distribution: Aug. 5 

Feature: Training 

Hardware Focus: DVD 

Software Focus: Applicaiion Development 

Lab: Monitors 


SEPTEMBER 

Ad Closed: Aug. 12 
Distribution: Sept 2 
Feature: Integration/Configuration 
Hardware Focus: Microprocessors 
Software Focus: Databases 
Lab: Midrange Systems 


Eastern Otiice: (4t6) 535-8404 Western Office: (604) 508-2688 




The only Canadian test facilrty that generates monthly reports about 
computer equipmentfor the Canadian market-place. 

If you want your product independently reviewed and the results delivered to resellers 
across Canada, you haveone, and only one, choice — CCW LAB TEST. 
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Professional IT Services: A strong but volatile industry 



The need for services like system integration, 
outsourcing and IT consulting seem to know 
no bounds, Branham Group Inc. reports that 
after a period of significant restructuring over 
the past few years, the Canadian IT profes- 
sional services industry emetged as a solid 
force in 1997. Collectively, the top 50 compa- 
nies generated SI. 7 billion in fiscal year 1997. 
up 21 per cent from the $1.4 billion they gen- 
erated in 1996. Together, they employ 16.500 
people. The Branham200 assessment of the 
top 10 Canadian professional IT lists services 
companies in 1997 based on revenues. It com- 


pares their ranking and revenues in 1997 to 
the prcviou.s year, as well a.s their employee 
count, it shows that, while the province of 
Quebec is home to the top two companies, 
Ontario boasts a larger proportion (50 per 
cent) of the lop 10. These concentrations are 
not surprising, given the high number of large 
businesses located in these two provinces. In 
addition, the professional IT services firms 
located in these provinces, and many of their 
client organizations, tend to be more nationally 
than regionally focused, resulting in laiger- 
scale opportunities. 


Intense competition has led to a high 
degree of volatility in this sector, characer- 
tised by ongoing industry consolidation and 
partnering relationships. For example, this 
year’s Number One professional IT services 
company — The CGI Group Ltd., has adopt- 
ed an acquisition strategy that helped secure 
iLs leading position. It acquired CDSL 
Canada, and also announced the purchase of 
Bell Sygma, BCE Inc.'s computer con.sulting 
and outsourcing business. 

Considering the degree to which the face 
ofihi.s industry has changed over the past three 
years; and with the rate at which the winds of 
change continue to blow, we aren't willing to 
make any predictions as to who will end up on 
lop, or even on the list, next year. lit 

Margery Leach is director of the Branham 
Croup Inc. in Ottawa, (http://www.hran- 
ham.ca) — an international marketing and 
management consulting firm with a stated 
commitment to: ‘'Deiivering competitive 
advantage to the IT industry. " Phone: (613) 
745-2282; or fax: (613) 745-4990. 


Reader Poll 


This issue: 

Alan Zisman's Tech Talk column rWorthwhile CPU Alternatives," 
page 55) discusses interesbng reasons to consider non-lntel-based 
microprocessors, such as those from AMO and Cyrix. Howevar, Intel 
has done a fair job of raising brand awareness for the CPU over the 
past few years. CCW wonders whether your customers have any 
concerns about buying PCs based on non-Intel chips. 

Our question to you: 

How receptive are your customers to buying computers containing 
non-Intel CPUs? Which most closely reflects your view? 


Last issue, we asked: 

For your customers, which is the MOST important concern when it comes to 
buying a computer monitor? 


2% Easy on-screen controls. 
7 % Energy-saving technology. 
31 % A big screen, 17 inches or rr 


44%A very low price. 
10% A flat-screen display, 
diagonally. 



Vote in our Reader Poll! A randomly drawn 
winner will get a free copy of Symantec's 1 
Act! 4.0 contact manager software. 
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Win, FREE, software!! 


□ 

□ 

□ 

□ 


Most of my customers want only Intel-based computers. 

My customers want computers with AMD, Cyrix or IDT micro- 
processors. 

My customers weigh the capabilities and price of each chip, 
and make a wall-considered decision. 

My customers are most interested in the price of the systems, 
and don't worry about the brand of processor. 


Congratulations 

Congratulauons to the winner of Symantec's pcAnywhere remote control and file transfer software: 

Jeffrey Anodal. of PC Solutions. In Laval. Que 

U>ginloourWcb,site: http://www.ccwmag.com, ^/vo 

E-mail: ccw@tcp.cB. nr send your ivspcutsL s. und comments, by fax. to; ^604} o0o~26oO 
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mobilon 

Information. Mobility. Power. 



> 256 Colour, 640 x 240 LCD Display 
>• Easy Type''“ Keyboard 

> 16 Megabytes Memory 

> Built-in 33.6Kbps Modem 

> Voice Recorder 


- Internet Access 

' Microsott® Windows® CE 2.0 
' Image Editor 

- IntelliMigrote^^ (data transfer) 

PC Card Digital Camera (optional) 



Visit Pro-Data on the World Wide Web www.pro-data.com 


CONTACT; B.C. Alberta Man./Sask./N.W. Ont. 

Vancoitver Calqahv Edmonton Winnipeg 

Phone: (604) 913-158a Phone: (403] 2S0-S881 R«he: (403) 413-8210 Phone: (204) 231 -0590 

Fm: (604) 925-3057 Fm: (403) 250-7706 Fm: (403) 413-8212 Fax: (204) 231-0480 

Out of Town Dealers call 1-800-567-3274 





Welcomes you to Comdex Canada ‘98! 
Come by our booth (#830) to: 


Play our hockey game for a chance at winning a 
24-inch long plush stuffed Brutus (our mascot). 


Become a member of Sceptre’s CPSP (Canadian 
Partners Support Program). 


Finally and most importantly, check out Sceptre’s 
complete line of award winning CRT monitors and 
notebook computers, innovative LCD flat panel 
monitors and affordable high-performance flatbed 
scanners. 



Complete line of LCD flat panel 
monitors from 12.1 to 18.1 inches. 

(FT18 shown: 18.1", 16.7 million colors, 

1 280 X 1 024 resolution) 



Complete line of high performance 
notebook computers 

(S7500 shown: 14.1" display, up to Pll 300 MHz, 
96 MB BAM, 6 GB HDD) 



Complete line of high performance 
flatbed color scanners. 

(S1200 shown: 600 x 1200 dpi optical resolution. 
30-bit color, single pass, cold cathode tamp. Ore 
Touch Scanning-', easy to use Interface) 


Complete line of high performance, 
high resolution CRT monitors. 

(D97A shown: 19" display, 18’ viewable, 1600 x 
1200 resolution, 17S MHz bandwidth, ,22mm 
horizontal dot pitch, five year warranty, ARRC" ) 




For more information; 

Sceptre Technologies: 888-350-8989 


www.sceptre.com 


EXCELLENCE FOR ALL THE WORLD TO SEE 





• lnter440BX suppon botti 6GMHz 
and 100MHz host bis frequency 

• Supports Intel Pentium'll processor 
up to 400MHz and future frequency 

• LDCM (optional) 

• NSTL Certified 

• Intel Verification Lab verified 

• PC 97 ready 


Please contact DPI distributors in Canada 


C€ 


• Supports Intel Pentium’ll processor up 
to 400 MHz and future frequency 

• Dual Processor architecture with Intel' 

440BX chipset 

• Targets CAD/CAM, desktop publishing, 
and server markets 

MovM 
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• Supports Intel Pentium’ll processor 
up to 400 MHz and future frequency 

• Adaptec AIC-7890 Ultra 2 S(isi chip on board 

• Adaptec' AIC-3860 Legacy SCSI bridge on board 

• Dual SCSI channels support Ultra 2 SCSI and 
Ultra wide SCSI 

• Targets SOHO, home & personal Web server markets 
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